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ASKS ABOUT NON- 
ADMITTED COMPANIES 


Witnesses in Marine Insurance Hear- 
ing Queried by Phillips Regarding 
Volume of Premiums 








NO SUPERVISION OR TAXES 
Company Presidents Say Situation Dif- 
ficult to Handle Because of 
Short Market 





Underwriters, both fire and marine, 
were greatly interested in learning 
that Superintendent Phillips, at the 
marine hearing last week, asked a 
rumber of witnesses for their views 
about non-admitted insurance compa- 
ries. The Superintendent did not ex- 
piain just what he had in his mind, 
but judging from his questions he 
wanted opinions of witnesses on the 
amount of insurance written in un- 
authorized companies, and was after 
suggestions as to whether the practice 
could be checked or not; whether it 
was advisable to check it; whether 
there was not some plan which could 
be evolved to have these premiums 
taxed. 

One question asked was whether 
these premiums did not amount to 
$50,000,000 a year? At the present 
time there is no method of ascertain- 
ing specific information on the subject. 


A Delicate Subject 


A number of insurance presidents 
were asked this week if they had any 
views they desired to express on the 
subject of insurance in non-admitted 
companies. It is generally admitted 
that in view of the limited market the 
subject is a ticklish one. One under- 
writer said that many American com- 
panies have treaties with non-admitted 
foreign companies to enable them to 
curry large lines, but if American com- 
panies were deprived of this facility 
they would be unable to accept the 
business offered them. 


Says There Are Many Restrictions 


One of America’s greatest under- 
writers said this week to The Easterp 
Underwriter: 

“It seems to me it would be infinitely 
more difficult to prevent the seeker 
after marine insurance from securing 
or accepting non-admitted cover than 
it is in the fire branch, and even there 
it has been found impossible. Marine 
insurance has been and must continue 
to be almost as free from restrictions 
as is the air we breathe; efforts to 


(Continued on page 16) 
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Established 1809 
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by entire fire assets of the company which 
are many times larger. 














AGE— STRENGTH— SERVICE— OPPORTUNITY 


A COMBINATION WHICH MAKES A WIN. 
NER FOR THE AGENCY FORCE OF THE 


EQUITABLE LIFE OF IOWA 


(Organized 1867) 
All previous records broken during 1917. Substan- 
tial increase in assets and paid for insurance. Net 
gain in insurance in force during 1917, $21,764,- 
972.88, or 72% of the amount paid for. 
MEN of CHARACTER can obtain further informa- 
tion as to the Company and Opportunities by 
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SECURITY MUTUAL 
TO WRITE GROUP 


Harry A. Rosenberg, Formerly With 
Travelers, Made Manager, With 
Headquarters in New York 








WILL WRITE NO TERM CONTRACTS 
No Fraternals to be Considered Uniess 
Members Agree to Full 
Medical Examination 





The Security Mutual Life Insurance 
Company, of Binghamton, N. Y., has 
inaugurated a group insurance depart- 
ment. The department will be under 
the direction of Harry A. Rosenberg, 
who, with headquarters in New York, 
will individually specialize in group 
business in New York, New Jersey and 
Pennsylvania. 

No Term 


The Company will write no term in- 
surance. All contracts will be written 
on the following plans: ordinary life 
end endowment maturing at ages 60, 
65, 70 or 80. Policies will be written 
or a monthly, quarterly, semi-annual 
or annual basis. No fraternal associa- 
tions will be considered for life in- 
surance unless the members agree jo 
a full medical examination, and then 
cnly upon an ordinary life basis. No 
associations of employes in a factory 
will be written unless said associations 
comprise at least 75 per cent. of the 
employes in the factory, and the. em- 
ployer pays the premium. Groups of 
fifty and over will be considered, only 
afler a preliminary inspection has been 
made.and the inspection has been ap 
proved by the Company. 


Mr. Rosenberg’s Career 


Mr. Rosenberg’s life insurance ex 
perience has been with the Travelers. 
He started with the ticket department 
anc after the war began he went into 
the group department, working in the 
metropolitan branch at 76 William 
Street under the personal supervision 
of Manager E. F. Holmes, to whose 
tutelage and training he attributes his 
success. In 1916, Mr. Rosenberg’s first 
year in New York, he produced $600,- 
000 of personal business in addition 
to his group writings, which approxi- 
mate miil‘ons of group life now in 
force. 

Mr. Rosenberg has also been made 
local resident manager of the North 
American Accident, of Chicago, and 
specializes in group health and acci- 
dent insurance, thereby covering all 
three features when soliciting a mer- 
cantile prospect. 
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War Meeting of 
Local Underwriters 


H. B. Rosen Offers Diamond Medals 
for Best Records in Selling 
Liberty Bonds 


WILL SELL $5,000000 HIMSELF 





Walton L. Crocker, of John Hancock, 
Deprecates Criticism cf Government 
insurance—Other Speakers 


The Life Underwriters’ Association 
of New York at its meeting on Tues- 
cay night passed resolutions advocat- 
ing universal military training, mapped 
out plans for the Liberty Loan, ac- 
cepted an offer of Harry B. Rosen, of 
the New York Life, of two diamond 
medals for its members who lead in 
bond sales and number of bond buyers, 
and heard patriotic talks by Waiton 
L. Crocker, vice-president of the John 
Hancock Mutual Life, and Dr. Thomas 
Travis, of the Y. M. C. A., popularly 
known ac “The Fighting Parson of 
Montclair.” 

The resolution was offered by Julian 
8. Myrick, of Ives & Myrick, former 
president of the association, after the 
y. M. C. A. man had said: 

“We do a lot of boastfulness in this 
country, but what we have in reality 
accomplished in this greatest of all 
world conflicts is shameful and hu- 
miliating. The entire front is seven 
hundred miles long. On all that 
bathed-in-blood line we are holding 
just eight miles.” 


Resolutions 
The resolutions follow: 

Whereas it has become a proven 
fact that on account of this coun- 
try’s unpreparedness up to the 
time of our entering the European 
War, that it will unnecessarily 
cost us thousands of lives and mil- 
lions of money, and 

Whereas this Nation, through its 
President, has taken a leading po- 
sition in the family of Nations, 

, and 

Whereas the intent of this posi- 
tion should never be one of ag- 
gression but defence of the princi- 
ples upon which this country was 
founded and built, and to co-op- 
erate with every nation which be- 
lieves in the freedom of mankind, 

Be It Resolved, therefore, that 
in order to uphold these funda- 
mental principles, it is necessary 
for the Government of the Unitea 
States to adopt some policy of 
universal military training for all 
its male citizens after they have 
reached a certain age, so that they 
may be well trained and equipped 
to do their full share in the event 
of military necessity. 

Be It Further Resolved, that a 
copy of these resolutions be sent 
to the President of the United 
States and to the committees in 
Congress having this bill in charge 
as a unanimous expression of the 
opinion of the Life Underwriters’ 
Association of New York. 


Rosen’s Talk 


Harry B. Rosen has been a member 
of the Life Underwriters’ Association 
of New York for some years, but 
mever attended a meeting until Tues- 
day night. He said he was sorry he 
had not done so, as he had become a 
convert to the Life Underwriters’ As- 
ecciation idea. It had been announced 
by Lawrence Priddy that Mr. Rosen 
hed offered the medals in competi- 
tion—one for the largest bond; the 
ether for the largest number of sub- 
scriptions. The medals will cost about 
$1,000 apiece, and Mr. Rosen declared 
that he would not be eligible for the 
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competition. He said that the medals 
‘Lould be open only to members of 
the association, and were offered sim- 
ply as a stimulative. Personally, he 
had purchased $480,000 of the last loan 
aud in the coming drive he expects 
to sell $5,000,000 of bonds. As long as 
the campaign lasts he will be in it. 


Appreciates this Country 

“There will be no Harry B. Rosen, 
the life insurance man,” he said, ‘only 
Harry B. Rosen, the Liberty Bond 
man. During the drive I shall not 
sell a dollar’s worth of life insurance. 
I came to this country and to it I am 
indebted for everything that I have 
become. It has offered me all of its 
opportunities on the sam>* plane as it 
has to others and I wo ld b> th»? 
ceepest ingrate if I did not appreciate 
what this country has done for me. 
And every other man not born under 
this flag but who comes to this glorious 
county and becomes a citizen should 
feel the same as I do. I would rather 
sell a $1,000 Liberty Bond than a 
$100,000 life insurance policy. We 
talk a lot about sacrifice and think 
that we are doing our share when we 
con't eat meat one day in the week, 
but substitute turkey or fish instead, 
but we are only fooling ourselves. The 
only way to display appreciation of 
this country is to drop our personal 
business for a time and work with all 
our energies on the only’ business 
worth while—helping the nation to 
wage war.” 

President Rogers said that the asso- 
ciation will do remarkable work in 
this drive. ‘He announced that Wil- 
liam F. Atkinson, ‘Northwestern Mu- 
tual Life, Brooklyn, will be in charge 
of the War Activities Committee. The 
life men will call upon thousands of 
people in the financial district. They 
will comb the skyscrapers of the met- 
ropolis with the greatest of all sales- 
men—life insurance men—who will be 
selling bonds instead of policies. 


Time for Sacrifice, Says Mr. Crocker 
Walton L. Crocker said he had been 


so much impressed by the meeting 
that he had a new consciousness of 
his duty. “I feel that I have done 


nothing,” he said. “We must all make 
more sacrifices for the boys who are 
cffering their lives in the sacred cause 
for which they are fighting.” 

Mr. Crocker said that when he left 
Poston he had intended making 4 life 
insurance speech, but he had been so 
stirred by the talk of “The Fighting 
Parson of Montclair” that he hardly 
felt as if he could indulge in “shop 
tulk.” He made a plea to agents to 
stand behind the Government and he 
deprecated criticism of Government 
measures and policies. It is not the 
time to criticise, he added, but to co- 
operate. He concluded with an elo- 
quent tribute to the agents of America 
and pointed out their responsibilities 
in upholding the best traditions of 
life insurance in their relations with 


the public. The corporation is a blood- 
lkss thing; the agent comes into di- 
rect contact with the people, and by 
him and his standards life insurance 
is judged. He concluded with a tribute 
tc the life underwriters’ associations 
of America. “Your associations have 
dene a greater work than you im- 
agine,” he said. 


Mr. Dryden Praises Associations 


Lawrence Priddy read letters from 
Superintendent Phillips, of New York, 
and from Forrest F. Dryden, of The 


Prudential, endorsing the National As- 
sociation of Life Underwriters. 

Among committee chairmen _ an- 
nounced by President Rogers were: 
Lusiness practices, Lawrence Priddy; 
legislation and taxation, Julian S. 
Myrick; membership, George A. Ked- 
«rich; topics and speakers, L. A. Cerf; 
National Convention Committee, C. J. 
Edwards. 

The meeting concluded with a Lib- 
erty Loan talk by Robert Tinsman, one 
of the leading advertising men in 
America. 


MAKING UP LOST PROSPECTS 





Suggestions to Agents of an Ohio Com- 
pany for Work Outside of 
Draft Ages 





Representatives of the Columbus Mu- 
tual advise agents to make up for 
handicaps imposed by war conditions 
by adopting these suggestions: 

Ist. The high cost of living which 
prospects regard as a reason, or use 
as an excuse for not taking insur- 
ance, is really an argument for more 
insurance. A _ policy for $10,000 now 
gives no more protection than a $4,000 
policy five years ago, or $6,000 policy 
three years ago. Make your prospects 
Tealize this fact. 


2nd. To make up for the loss of pros- 
pects within the draft ages, work 
among other classes of prospects, 


among whom 
following: 
A. Women. 
B. Older men. 


C. Firms, both large and small, which 
chould have partnership or corporation 
insurance. 

D. Old policyholders who are not in 
Government service and who do not 
expect to enter it. 

38rd. Take advantage of the Govern- 
ment recognition of the value of in- 
surance and its recommendation as to 
amount. If a soldier without depend- 
ents carries $10,000 insurance, his fa- 
ther with several dependents should be 
ashamed to carry $2,000 or $3,000. 
Write him for the difference. 


may be mentioned the 





Mr. H. King, late provincial manager 
of the Crown Life, and now with the 
Imperial Life, has been made presi- 
cent of the New Brunswick Life Un- 
cerwriters’ Association. 


H. B. Rosen Passes 
Four Million Mark 


ON WAY TO A NEW RECORD 
Writes $200,000 on an Attending Physi- 
cian at Two O’clock in the 
Morning 








Harry B. Rosen, who paid for $12,- 
000,000 last year, is hitting up the 
same sort of a clip this year. Up to 
ihis week he has written about $4,- 


600,000 and he expects to write an- 
other million next week. 
One of his accomplishments this 


year was to write a $200,000 policy on 
a celebrated New York physician who 
was attending him at 2 o’clock in the 
morning. Mr. Rosen was in extreme 
reysical pain at the time, but he had 
called at the doctor’s office several 
times and finding long the place crowd- 


ed left. Late one night while ex- 
tremely ill he had the doctor called 
up; the latter came, and after being 


treated Mr. Rosen couldn’t resist the 
temptation to talk insurance with the 
usual result. 


What Really Happened Last Year 

In talking to friends this week Mr. 
Kosen confessed that he had written 
more than $14,000,000 last year, but 
he had only turned in $12,000,000, 
keeping the other two odd million “in 
case I needed it early in 1918.” When 
he is on loan or charity drives he 
does not solicit life insurance. He 
said that he had written the record- 
breaking figure of last year in nine 
months’ actual work. 

One of his cases this year is a mil- 
lion dollar policy on a Canadian. 





Since that Lincoln’s 


Buyinga Birthday gathering, 
Man’s Time which took place in 
For Spot Cash ‘Hartford in honur of 


Harry Rosen, there 
have been many stories going the 
rounds among his old-time friends of 
hie early struggles there and of how 
he became rich and famous. They re- 
call the time when Harry was “one of 
us boys” in Hartford and tell with 
friendly pride of his success. One 
of the stories which have been heard 
is especially interesting. It is about 
one of the ingenious methods Harry 
used when the was selling life insur- 
ance. The story may or may not be 
exactly true, but it is told by his friends 
and so may be related here. 

Harry’d walk into a busy man’s place 
of business, as the story goes, and 
ask for an interview and perhaps in 
nine cases out of ten the man would 
say, “I haven’t any time to listen to 
an insurance agent; my time is too 
valuable.” That was Harry’s cue to 
say something iike this: “Mr. Blank, 
{ want ten minutes of your time. How 
much is ten minutes of your time 
worth?” The man would say, “Oh-er, 
about $25.” 

“All right,” Harry ‘would say, just 
as nonchalantly as if he was drinking 
his breakfast coffee, and he’d pull out 
his checkbook and make out a check 
for $25. He’d hand it over to the man 
and say, “Now listen to me for ten 
minutes.” 
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Dividends of Life 


Companies in Canada 





SHOULD NOT CAUSE SURPRISE 





Superintendent of Insurance on Sub- 
ject—All Depends on War's 
Duration 





If the war continues for another two 
years it will be entirely reasonable 
for life insurance companies of the Do- 
rminion of Canada to reduce their djvi- 
dends in the opinion of G. D. Finlay- 
sen, Superintendent of Insurance, Ot- 
tawa, in a letter to J. H. Castle 
Graham, secretary of the Life Under- 
writers’ Association of Canada. Super- 
intendent Finlayson’s letter follows: 
Dear Mr. Graham: 

With reference to the possibility of 
reduced dividends during the current 
year and for the duration of the war 
to which I referred briefly at the meet- 
ing of the association, it appears to 
me that if the war mortality which has 
been experienced during the last two 
years continues for another two years 
or even for another year it would be 
unreasonable to expect a continuance 
of the present rate of dividends, 

$7,600,000 in War Claims 

The life insurance companies in Can- 
ada paid during the first three years 
of the war approximately $7,000,000 in 
war claims, the amount of such claims 
Incurred in 1916 being over $5,000,000. 
In 1917 the war claims incurred ex- 
ceeded the 1916 claims and while the 
1918 figures are of course unknown, it 
would, I think, be unwise te anticipate 
a reduction in the amount of war claims 
ae compared with the figures of last 
year. 

At the same time the volume of 
new business being transacted is 1in- 
creasing and this means an increasing 
strain on the companies’ surplus. 
There is also a tendency towards a re- 
duction in the rate of interest earned 
on the companies’ funds while at the 
same time expenses continue high. 
With this combination of factors a re- 
duction in the rate of dividends would 
appear to be inevitable unless the mar- 
g:n of surplus over dividend declara- 
tions is to be very materially reduced. 

Such action as indicated above if 
taken by the companies during the 
present year should cause no surprise. 
it has indeed been qa matter of sur- 
prise to those unfamiliar with the ex- 
ceedingly sound position occupied by 
the life insurance companies in Can- 
ada that the strain of war has con- 
tinued so long without reducing the 
dividends declared to policyholders. A 
reduction in the rate of dividends will 
not indicate an impairment in the sta- 
bility of the insurance companies, but 
rather a determination on the part of 
life insurance executives to maintain 
the life insurance business on the solid 
basis on which it has been gradually 
built up. 





A TIP FROM W. C. FLYNN 

Warren C. Flynn, manager of the 
Massachusetts Mutual Life in St. Louis, 
in discussing the bright side of the 
present situation, says: 

“There are two things essential for 
present day success, in my opinion— 
first, look for the doughnut rather 
than the hole; and second, be nor- 
mal and natural. Sometimes it is a 
siruggle to be normal. A given indi- 
vidual when normal possesses the quali- 
ties which fit him for suecess in the 
sale of life insurance; the same indi- 
vidual when abnormal may lack the 
essentials.” 





MANHATTAN AGENTS’ FORUM 

The Manhattan Life henceforth in 
issues of “The Manhattan,” published 
by that Company, will run an agents’ 
forum in which will be given new ideas 
for selling policies. 





Mass Meeting of 
Baltimore Agents 





SET DAY FOR LIBERTY LOAN 





Addressed by Former Governor of State 
—Will Make Drive for 
Loan 





Baltimore, March 25.—A call for a 
mass meeting of life insurance men 
was printed in the Baltimore newspa- 
pers last week, signed by Charles R. 
Posey, manager of the Mutual Life, 
and head of the Baltimore Under- 
writers’ Association. The call asked 
“every man with a rate-book” to at- 
tend. 

The meeting, which was to fix a life 
insurance day for the next Liberty 
Loan, was a spirited one. Phillips Lee 
Geldsborough, former Governor of the 
State, made the principal address, and 
the association pledged itself to make 
a big success not only of Life Insur- 
ance Day, but of Maryland’s part in 
the next Liberty Loan. 

Why Meeting Was Called 

In explaining the reasons for the 
inmass meeting Mr. Posey said to The 
Eastern Underwriter: 

“The committee in charge of the 
‘Over There’ celebration, to be held at 
Fifth Regiment Armory, commencing 
March 30 for the purpose of boosting 
the next Liberty Loan, had offered the 
institution of life insurance a day to be 
set apart and called Life Insurance 
Day. The Baltimore Underwriters’ As- 
sociation had accepted the offer and 
the mass meeting was called together 
for the purpose of having the entire 
procedure ratified.” 


New Liberal Double 
Indemnity Clause 





TO BE ISSUED BY MUTUAL LIFE 





Covers Accidental Deaths From All 
Causes—Extra Charge of $1 a 
Thousand 





The Mutual Life announces a new 
general double indemnity clause, cover- 
ing, with few exceptions, accidental 
death from all causes. The extra pre- 
mium charge will be $1 a thousand on 
all forms with the exception of the 
limited payment. The new clause reads 
av follows: 

The premium stated on the face of 
Policy No. 0000000 (to which this 
agreement is attached and of which 
it forms a part) includes an additional 
premium of ten dollars and....cents. 

In consideration of. the payment of 
such additional premium, the Mutual 
Life Insurance Company of New York 
promises to pay upon receipt of due 
proof at the home office of the Company 
in the City of New York, of the death 
of the insured occurring while no pre- 
m'um is in default and while the policy 
is in full force, and of due proof that 
such death was the result of an acci- 
dent coming within the stipulations 
hereinafter set forth in the paragraph 
below entitled “Conditions” in addition 
to the face amount and dividends pay- 
able under the terms of said policy, one 
but not both, of the following described 
double indemnity benefits: 

Double Indemnity Benefit No. 1 

Twelve thousand dollars payable 
as follows: 

(a) One hundred collars a month 
for five years, first payment to be 
made upon receipt of said proof of 
the death of the insured, and 

(b) Fifty dollars a month for the 
period of five years next succeeding 
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the five-year period mentioned in 
(a), and 

(c) Twenty-five dollars a month 
for the period of ten years next suc- 
ceeding the five-year period men- 
tioned in (b). 

(The payments under (a), (b) 
and (c) do not terminate at the 
death of any payee but are pay- 
ments certain for the periods men- 
tioned.) 

Double Indemnity Benefit No. 2 

Ten thousand dollars in one sum. 

(Election may be made to have 
this sum settled in accordance with 
one of the three “Modes of Settle- 
ment” provided for in said policy in 
accordance with the conditions 
thereof.) 


Election of double indemnity benefit 
No. 1 or No. 2 above shall be made in 
the same manner as is specified in the 
“Modes of Settlement” clause in sald 
pclicy. If double indemnity benefit No. 
1 is elected, the conditions of said 
“Modes of Settlement” clause as to 
participation, supplementary contract, 
right to surrender and surrender value, 
and right to assign shall be effective 
as to the payments to be made under 
said double indemnity benefit No. 1. 

Conditions: (a) The double indemnity 
benefit provided for herein shall be 
payable only if the death of the in- 
sured shall result directly from bodily 
injury independently and exclusively of 
ali other causes, such bodily injury be- 
ing effected solely through external, 
violent and accidental means, and such 
death occur within sixty days from the 
date of such bodily injury. 

(b) This double indemnity benefit 
shall not apply in the event of the in- 
sured’s death as a result of military or 
naval service in time of war, nor shall 
il apply at any time in the event of the 
insured’s death by his own act, whether 
sane or insane, or if such death is 
caused directly or indirectly, wholly or 
partly, by riot, insurrection or war or 
any act incident thereto or as a result 
of participation in aeronautics or sub- 
marine operations, nor if such death re- 
sults from any violation of law or from 
police duty in any military, naval or 
police organization, or directly oF in- 
directly from bodily or mental infirmity 
or disease of any sort. The double in- 
demnity benefit shall not apply to the 
paid-up policy or the extended insur- 
ance provided for in the “Options on 
Surrender or Lapse” clause in said 
policy. 

(c) The Company shall have the right 
and opportunity to examine the body 
and to make an autopsy. 

The insured may at any time ter- 
minate the provision for this double in- 
cemnity benefit by filing written notice 
thereof at the home office of the Com- 
pany, together with said policy for can- 
céllation of such benefit; after such 
cancellation no further premiums shall 
be payable for this benefit. 





CELEBRITIES WILL TALK 





President, Canada’s Governor General 
and New York’s Governor to 
Address Life Underwriters 
The annual convention of the Na- 
tional Association of Life Underwriters 
is to be held at the Hotel Astor in New 
York and not at the Hotel Commodore, 
which had been leased entirely, for the 
reason that the Commodore will not 
be completed when the convention is 
held. The Astor can’t accommodate 
the crowd of insurance men who will 
be in town then—it will be convention. 
time for the Canadian association and 
many company field organizations, as 
vell, but the Astor is in the hotel zone 
and there will be no trouble in getting 

accommodations. 

The convention will be opened with 
addresses by President Wilson, the 
Governor General of Canada and the 
Governor of New York. 
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BILLS PASS ASSEMBLY 
No Policy to Be Forfeited Unless 
Notice Is Sent to 
Assured 
Albany, ‘March 27.—The Assembly 
kas passed the following bills: 


Assemblyman Gardner’s amending 
section 92 of the insurance law by pro- 
viding that notice required by the sec 
tion to be mailed to the insured be- 
fore forfeiture of policy shall be sent 
to the employer in the case of group 


‘nsurance. (The Senate also has 
passed this measure.) 
Assemblyman Gardner's amending 


the Stock Corporation Law by requir 
ing every domestic stock life insur- 
ance corporation to file with the Su- 
perintendent of Insurance by May 1, 
1918, a list of stockholders, with their 
place of residence and the number of 
shares held by each. No transfer of 
stock in such corporation is valid un- 
til ten days after written notice there- 


of has been filed with the Insurance Su- 
perintendent. 

Assemblyman Gardner’s amending 
section 33 of the insurance law by au 
thorizing the Superintendent of Insur- 
ance to refund to foreign corporations 
dcing business in the State, any excess 
taxes, fines, penalties or license fees 
chargeable under the section by reason 
of overcharge by other States of simi 
lar corporations, from this State, upon 
satisfactory proof of refund by such 
other States. 


GOVERNOR A LIFE MAN 


Eduardo dela Guardia, brotler of 
Enrique dela Guardia, Associate Gen 
eral Agent in Panama of the Pan 
American Life, has resigned as Alcalde 
(Governor) of Panama, and will now 
devote his entire time to the Pan-Am 
erican. Previous to Mr. Guardia’s elec 
tion as Alcalde, he was one of the 
leading representatives in Panama and 
knowing what he-can accomplish makes 
us doubly glad that he is to be with 
us again. 


Additional Facts From Pres. Dryden’s Report 


Number of Cases Considered for Service Disability Allowances 


1917. 1916. Increase. 
EEE ee ee Tere ee 3,369 3,197 172 
ET EN Vk pin ain 3 ie Reale < Okie ne Wiel eiow bo ecbinae 3,794 3,336 458 
I ss olka best ok ed ns a RA lhl Sed ed iar 7,163 6,533 630 
Amount Paid in Service Disability Allowances 
1917. 1916. 
REESE On Re ae ner eRe Re ere ee Pa eae ...- $142,031.72 $128,071.49 


lala rk atc ina Crate ane Oran a) Eiki 


83,985.58 


4 


82,287.53 


EE fa tis inlaws aise nla eRe mn See kha eee Re ea $224,319.25 $212,057.07 
Number of Deaths Under the Plan of Service Disability Allowances 
1917. 1916 
Rs Fe es os: animesww ioe 60 59 
INE ing alee ene ers aucalvis.a\e Aaa 14 9 
MR tis Sika hrm eNie ae dm bicate nanos 74 68 
Service Retirement Allowances 
1917. 1916. 
Number of field employes added to the list....................005. 5 4 
Number of home office employes added to the list................. 4 1 
I eT a ee ae a ah a le 8 wri Sir wal OO 9 5 
(There are now 46 receiving Service Retirement allowance.) 
1917. 1916. 
Cervice retirement allowances paid to field employes..... $15,444.89 $14,663.53 


Service retirement allowances paid to home office employes 


RE arene epee arden yr eee eer ere Cee 


3,504.36 


1,442.36 


$18,949.25 $16,105.89 


Payments During 1917 to Beneficiaries of Deceased Employes, Under the Com- 


pany’s Plan of Free Insurance 


Field employes 
Home office employes 





No: of claims. Amount. 
Piss aid 2 aks A ae 76 $85,794.63 
PORT ee re ee oe 14 11,448.37 
Pee. Se aE ee 90 $97,243.00 


CANCEL WASHINGTON MEETING 


The of the Na- 
tional Convention of Insurance Com- 
missioners which was to have been 
heid in Washington on April 9, has 
been cancelled. The annual meeting 
will be held in Denver, Colorado, early 
in September. 


adjourned meeting 











Assurance Company 
of WORCESTER, MASS. 


Incorporated 1844 


SEVENTY-FOUR YEARS of 
sterling merit has made stead- 
fast friends of policyholders 
and agents. 

Our motto is SERVICE to 
policyholders, beneficiaries and 
agents. 

Additions are made to our 
agency force when the right 
men are found. 


B. H. WRIGHT, President 


D. W. CARTER, Secretary 
STEPHEN IRELAND, 





State Mutual Life 








| Superintendent of Agencies 











HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 


GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 


























GOOD TERRITORY 


still available for 
development by the 


RIGHT AGENTS 


eames men who can place policies as 
well as write applications, and who know 
how to be successfully active. Always 
an opening for real workers. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 
Address: ALBERT E. AWDE 
Superintendent of Agencies 
7 W. Madison Street CHICAGO, ILL. 








NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-EIGHT YEARS. 


HAS PROTECTED THE 


HOME AND FAMILY 


Edward D. Field, Superintendent of Agencies 











Address, 





PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 

PERMANENT, 
Care of The) Eastern Underwriter, 105 William Street, New York City 





Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
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Insurance in force over 
$142,000,000 


15,000 PEOPLE 


Wrote to us last year, in answer to our advertising, for an illustration 
of the Fidelity “Income for Life.” 


This DIRECT LEAD SERVICE helped to make 1917 the best year in 
Fidelity’s history. 
AGENCY OPENINGS FOR THE RIGHT MEN. 
Write to-day 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


Walter LeMar Talbot, 
President 

















‘vinci ln Sata 


18 











pe Ba 1 ee | ae ee A A ee Le ee 








March 29, 1918 


THE EASTERN 


UNDERWRITER 





An Argument for 
the Small Merchant 


PRESENTED BY GEORGIA AGENT 
Interview Mapped Out by Massachu- 
setts Mutual Man for Selling 
of Endowments 





Insurance costs real money and the 
prospect wants to be shown very defi- 
nitely how it is going to be worth real 
money to him. If you can show him 
this, you have done the hardest part 
of your’ work. Forest A. Kiger, 
general agent of the Massachusetts 
Mutual Life, at Marietta, shows how 
to present the argument to a small 
merchant on such a clear, forceful 
form that he cannot help but appreci- 
Kate the value of a policy that pro- 
vides not only protection for his fam- 
ily but also profit in the form of real 
money from his business. “The Rad- 
ictor,” published by the Massachusetts 
Mutual, quotes Mr. Kiger’s interview 
as follows: 

The Approach, 

The small merchant is, if properly 
handled, good material for an endow- 
ment policy. I have closed a $5,000 
twenty-year endowment policy by put- 
ting it up to my prospect about as fol- 
lows: 

“Mr. R., you have a splendid busi- 
ress here, haven't you?” 

“Yes.” 

“Making money, too, eh?” 

“Oh, yes! My profits are around 
$1,200 or $1,500 each year and the 
business is growing.” 

“That is fine. How much money 
have you in the bank, Mr. R.? You 
teve been in business a good many 
years now and must have a good bank 
balance as your profits are so satisfac- 
tory.” 

“Well, you see it is this Way. We 
just keep putting the profits back into 
the business, and—well, our bank bal- 
ance isn’t so very large, come to think 
ot it, that way. It does seem as if I 
cught to be getting some real money 
out of this business.” 

“Now, Mr. R., 1 know just where the 
trouble is. You have not kept your 
stock down where it should be and 
have allowed the business to absorb 
the profits instead of getting your 
profits out of the business in cool cash. 
Would you be willing to put a five dol- 
ler a week clerk on the pay-roll if I 
cculd show you how that clerk would 
not only make a profit for you but ac- 
tually return that profit in the ‘coin of 
the realm?’” 

“Well, I’m from Missouri—show me. 

Separate Savings Accounts. 

“All right, Mr. R. Let’s see, your 
age is 42. We will put up a cash in- 
vestment for this clerk of $264.10 in a 
company I represent, the business of 
which is to keep your resources in 


liguid assets and not in merchandise. 
Put her right on the payroll at $5 a 
week. Every Monday morning, instead 
of paying her the salary as you do 
ycur other clerks, take it down to your 
bank and put it in a separate savings 
account. (Mind you, I want her wages 
taken out every week and deposited in 
a separate account.) A year from 
now you will have $260, plus interest, 
to her credit. All right, that is about 
the same amount we started with, 
you see. Now then, invest her wages 
for the year in my company and don’t 
fire the clerk. (Start her in for the 
next year, at the same salary, too. You 
don’t have to raise her wages as she 
Lecomes more valuable. At the end of 
seventeen years, you will have paid 
her in wages $4,489.70. Now, let’s see 
what she has earned for you. If our 
present dividend schedule and interest 
rate is maintained, her earnings amount 
to $5,000, payable in actual cash. From 
the minute that the original $264.10 
was invested, your estate has had the 
benefit of $5,000 as protection to your 
business in the event of your death. 
And besides all this, my company writes 
into the contract a clause waiving the 
ennual deposit in case you become to- 
tally or permanently disabled by dis- 
ease or accident and returns to you 
the full $5,000 just the same as if you 
had been paying all the while. Now, 
sir, this is a proposition to you, backed 
by a company which has been engaged 
in, business for sixty-six years, with as- 
sets of $100,000,000—a company which 
has never once failed to carry out a 
ecntract to the very last cent. Shall 
we put the extra clerk to work? Here 
is an application for a $5,000 twenty- 
year endowment life insurance, with 
the annual dividends left to accumu- 
late, which, if our present schedule and 
interest rate is maintained, will mature 
the contract in about seventeen years. 
Sign right here, please.” 


On the Road to “Real Money.” 


Mr. R. signed and is now on the 
rcad to real money for his years of toil 
behind the counter. I believe that this 
proposition figured out and _ properly 
presented will not merely aid many a 
seemingly prosperous small merchant 
to have real money for his declining 
years but put good premium-paying 
business on our books. Reference to 
Pun or Bradstreet will verify the state- 
ment that there are comparatively few 
small merchants who have made ac- 
tual money out of their business. They 
are looking for a way out. Suggest this 
plan. 





McCOMB WITH ATLAS LIFE 

The Atlas Life Insurance Company, 
Organizing, of Tulsa, Oklahoma, an- 
meunces that a year’s contract as con- 
sulting actuary has been made with 
T. J. McComb, of Oklahoma City. Mr. 
McComb was former Insurance Com- 
missioner of the State of Oklahoma 
and for the past ten years consulting 
actuary for various companies in that 
section. 


Tells About the 


Masonic Protective 





AN INCOME OF OVER A MILLION 





Association, Which Gets Johnson and 
Hodgkins, Has 80,000 
Policyholders 





Since it became known that the 
Masonic Protective Association of 
Worcester, Mass., was to have the 
services of William C. Johnson, form- 
erly of the Equitable Life, and L. G. 
Hodgkins, manager of the National 
Automobile Underwriters’ Conference, 
there has been a great deal of curiosity 
evinced by life insurance men regard- 
ing this association. 


It’s Twenty-three Years Old 

On its letter-head after the name, 
“The Masonic Protective Association,” 
appears the words “Sickness and Ac- 
cident Benefits.” Charles A. Harring- 
ton is general manager. In telling The 
Eastern Underwriter something about 
the association, he said this week: 

“This association has substantial 
business and most excellent prospects 
for the future; otherwise, there would 
have been no possibility of our inter- 
esting Messrs. Johnson and Hodgkins. 

“There is little to say of our asso- 
ciation. It commenced business twen- 
ty-three years ago and is the largest 
and most successful company of its 
type in the country, having now some 
80,000 policyholders and a premium in- 
come of more than a million. This, 
you will realize, is a substantial busi- 
ness for a company operating only in 
a limited field, i. e., only among the 
mcmbers of a fraternal order. 

To Extend Service 

“It will be generally understood from 
the calibre of our new associates that 
we mean to maintain the present sound 
reputation of our Company, and fur- 
ther extend its service and influence in 
it: chosen field.” 





GROUPS IN NORTHWEST 
Northwestern National Life of Min- 
neapolis has recently issued group in- 
surance covering the employes of the 
Northland Rye Mills Company, Com- 
mander Elevator Company, W. J. Jen- 
nison Company, Empire Milling Com- 
pany, Big Diamond Mills Company and 

the Commander Mills Company. 


GO INTO LIFE INSURANCE 

Northwestern National Life of Min- 
neapolis has appointed Cravens & 
Cage, Houston, its managers for South 
eustern and Southwestern Texas. The 
Cravens & Cage agency transacts a 
general insurance business and has 
fifteen hundred agents. The life de- 
partment just installed is under the 
direction of Ralph L. Colby, an experi- 
enced life insurance man. 





INCOME TAX RULING 





Amount of Proceeds Exceeding Pre- 
miums Subject to Tax if Paid 
to Estate 





Deputy Commissioner Speer, of the 
Internal Revenue Department, has writ- 
ten to The Eastern Underwriter in re- 
ply to a question asked by a subscriber 
of this paper: 

“You are advised that proceeds of 
life insurance policies payable to the 
estate of a decedent, when received by 
an executor or administrator, are, in 
the amount by which such proceeds 
exceed the premium or premiums paid 
by the decedent, income of the estate 
subject to income tax to be accounted 
for by the executor or administrator 
vuder the provisions of Section 2(b), 
Act of September 8, 1916, as amended. 

“If received by an executor for the 
benefit of individual beneficiaries, the 
entire proceeds of the life insurance 
policy of the decedent forms part of 
the corpus of his estate and are not, 
therefore, subject to income tax.” 


LIFE INSURANCE ENOUGH 


Few Requests for Mothers’ Pensions 
In Wisconsin when Fathers Pro- 
vided Protection 


Judge A. C. Hoppmann, who has 
charge of the Mothers’ Pension Law 
appropriations in Wisconsin, recently 
stated that in not more than 5 per 
cent. of the cases where the father 
had life insurance did the mother ask 
for a pension under the law. 

The growing appreciation of the 
monthly income as the wisest way of 
paying life insurance money was also 
shown by Judge Hoppmann’s statement 
that a widow who recently applied for 
a pension, had asked to be permitted 
to place with the court the proceeds 
of her husband's life ingurance, $1,000 
and to receive such sums monthly as 
the court thought necessary for the 
proper maintenance of the family, the 
balance to be placed in the bank at 
interest, says the Northwestern Mu- 
tual Life’s “Field Notes.” 


CANDIDATE FOR GOVERNOR 


Denny O'Neil, former insurance su- 
perintendent of Pennsylvania, is a 
candidate for Governor of Pennsyl 
vania.. He is a banker and newspaper 
owner in McKeesport. 








QUITS “SPECTATOR” 


Harold Waterbury, of the editorial 
department of the “Spectator,” has 
resigned to go with an association of 
drug men. Mr. Waterbury, who Is a 
Columbia University man, has won 
many friends by his pleasing person- 
ality and his writings on life insurance 
end other topics. 
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THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 


Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 
of the Company and the Institution he represents. 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central Agency Force are: 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and United States Liberty 


= The GOOD WILL created by farm loan investments, 
SS ; . developing the Country’s agricultural 
ne on jhe: thereby contributing largely to the world’s food supply. 
The UNIQUE SERVICE extended freely to the insured 
and their beneficiaries, meriting the appellation—the 
Great Policyholders’ Company. 


The Union Central Life Insurance Company, of Cincinnati, O. 


JESSE R. CLARK, President. ALLAN WATERS, Second Vice-President 


resources, and 


Bonds. 


Thestronger the rear guard, the greater the 


The SAVING enjoyed by policyholders in premium de- 
posits, the result of the Company’s superior earnings, 
favorable mortality, and economy of management. 
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How W. M. Horner 
Agency Operates 


FORTY PLANKS IN PLATFORM 





How Departments Are Divided—Code 
of Ethics—Probity, Frankness, 
Courage Standards 
The W. M..Horner Agency of the 
Frovident Life & Trust Co., Minneap- 
olis, has reduced to writing forty planks 
in its platform Here they are, as 

furnished by Mr. Horner: 

One. Everybody is on duty promptly 
at nine A M. 

Two. The office force work intensive- 
ly during the day, excepting one hour 
for luncheon. 

Three. The agents conform to the 
same hours, only exercising their own 
judgment as to employing time, keep- 
ing in touch with the office by keeping 
their whereabouts known and approx- 
imate time of return. 

Four. Agents work any time night or 
dey when advantageous circumstances 
exist or can be created. 

Five. New agents report calls weekly. 

Six. All agents record prime _ pros- 
pects with the office. 

Seven. Visiting, useless conversations 
and the reading of newspapers are re- 


duced to a minimum during business 
hours. 
Hight. Service to clients, Company 


and each other is a cardinal principle. 
Nine, Courtesy, loyalty and enthusi- 
asm dominate our efforts. 


Payments on Policies 

Ten. Everyone transacts all business 
in regard to renewal premiums with 
Miss Koch, the cashier. 

Eleven. Cash settlements, full or in 
part, are also received by Miss Koch. 

Twelve. Everyone transacts all busi 
ress with regard to notes for premiums 
with Mr. Tarbox, the auditor. He also 
has all auditing matters, such as 
azents’ statements, general banking 
and bookkeeping matters in charge. 

Thirteen. Everybody transacts all 
business with regard to term insurance 
and the converting thereof with Miss 
Williams. 

Fourteen. All matters coming under 
the head of service are looked after by 
Miss Williams. 

(a) Change of beneficiary 

(b) Loan papers. 

(c) Changes of any kind 
to policies. 

(d) Rates, premiums, policy condi- 
tions of our own and other companies. 

Fifteen. Everybody reports all appli- 
cations to Miss Burns, or in her ab 
sence, to Miss Nord. 

Sixteen. Local agents post their own 
business as soon as completed. Busi- 
vess of the field men is posted by the 
application department upon receipt of 
same, 

Seventeen. All questions with regard 
to applications, company procedure, 
rules, limitations, insurability, etc., go 
to the applicaticn department. 


blanks. 


in regard 


Department. Heads 

Eighteen. Miss Burns has charge of 
the death claims and matured endow- 
ments. 

Nineteen. All matters with regard to 
the writing of women are referred to 
Blanche VL. Fenton, Director of Wo- 
man’s Department. 

Twenty. Everything in regard to busi- 
ness life insurance is taken care of by 
John A. Bond, in charge of that de- 
partment. 

Twenty-one. All matters with regard 
to fleld agents are referred to Frank 
M. Flory, Field Superintendent. 

Twenty-two. All matters in regard to 
young agents are referred to James A. 
McClain, in charge of the Junior De- 
partment. 

Twenty-three. Miss Crook takes all 
telephone calls in the agents’ room. 

Collections 


Twenty-four (a). Each individual 


watches his business carefully and 
keeps the renewal premiums collected 
end never allows notes for new pre- 
miums to run overdue. 

(b) The auditor and cashier keep 
agents informed of maturities. 

(c) Each agent exercises mental alert- 
ness in regard to his own collection: 
incependent of information given him 
from the cashier and auditing depart- 
ment. 

(d) Settlement blanks contain all 
data in connection with any case, in- 
cluding specific information as_ to 
method of settlement. Nobody writes 
cn separate stationery in regard to a 
risk, excepting in subsequent informa- 
tion. 

(e) We follow the practice of getting 
settlements with applications all cash 
or part “ush or note, when necessary 
:~suing receipt printed for that purpose. 

(f) We invariably have a client ex- 
amined at earliest possible moment, 
and never leave an outside point with- 
ovt compieted examination of cases 
written. 

(g) Statement of agents’ accounts 
and the previous month’s business is in 
their hands by the tenth of the month. 

Twenty-five. Everyone uses the in- 
terior telephone system of the office 
end avoids calling across the office 
from one department to another. 

Dignity in the Office 

Twenty-six. A quiet, dignified, de- 
termined mein is maintained, avoiding 
boisterous action and loud talking or 
laughing curing business hours. 

Twenty-seven. Everyone avoids re- 
marks that are interrupting, facetious 
or inconsequential. A little fun now 
and then is welcome but not as a habit. 

Twenty-eight. Members of the agen- 
cy force never go behind the counter 
in the cashier and auditing department. 

Twenty-nine. Everyone in both de- 
partments looks after clients and en- 
Geavors to secure new business when 
loans which cannot be avoided are 
made and in connection with the pay- 
ment of all death losses or matured 
endowments. 

Thirty. Fach agent or member of 
the office force who brings in a new 
agent who writes $100,000 the first year 
receives $150. If an agent so brought 
into the organization does not write 
$100,000 the first year, but does it the 
second year, the $150 is paid at the 
end of the second year. 

Thirty-one. When anybody is in doubt 
as to which department to consult they 
ask Miss Burns. 


Manager Always at Service 

Thirty-two. Everybody understands 
that Miss Burns has charge of the of- 
fice in general matters and represents 
the manager when he is absent. A 
power of attorney has been given her 
for this purpose. 

Thirty-three. Everybody goes to the 
manager with anything and everything 
that they may desire to consult about. 
it does not matter what time of night 
or day it is or where he is, they al- 
ways get to him if they want any help 
or counsel. They go to him with per- 
scnal burdens as well as business prob- 
lems. They know that there is no real 
cr imaginary fence around him at any 
time. 

Thirty-four. They know that the man- 
ager from experience realizes all the 
ups and downs of the business and 
possesses an unlimited supply of con- 
sideration for others if they do their 
part. 

Thirty-five. Agents are notified of ap- 
rrovals as soon as received from the 
home office. 

Thirty-six. Important memoranda or 
messages are written and not given, 
direct or by proxy, orally. 

Thirty-seven. Messages for the mana- 
ger are given to Halsey Hall, special 
stenographer. 

Thirty-eight. All letters are addressed 
to the W. M. Horner Agency or W. M. 
Horner, general agent, marked for at- 
tention of. the department head to 
which subject relates. 

Thirty-nine. The agency organization 
in its purposes, plans, systems, per- 


sennel and results is not excelled in 
the entire country. 


Ethics 

Forty (a). Everyone avoids an arro- 
gant spirit with associates and clients 
and recognizes the efficacy of a spirit 
¢f friendly co-operation. That right 
business ethics is one of the cardinal 
principles of success. 

(b) Clients or business associates 
are not called by first name unless the 
acquaintance is close or of long stand- 


ing because “familiarity breeds con- 
tempt.” 
(c) We reduce personal telephone 


calls, personal correspondence and the 
attention to any matters not specifical- 
ly related to the business of the agen- 
cy to an absolute minimum. 

(d) Everyone extends little acts of 
courtesy to clients and fellow mem- 
bers of the organization wherever pos- 
sible, realizing that good breeding in 
business is as important as in society 
and pays !arge dividends. 

(e) We believe the life insurance 
business is a great vocation, offering 
untold opportunities for business-build- 
ing and service to humanity for hoth 
men and women. We think it is a 
business where sporadic, unsystematic 
procedure should give way to intensive, 
standardized effort. It is a business 


AGENTS’ COMMISSIONS 


Need Not Be Paid to Government if 
Agent Has Office and 
Clerks 





Deputy Commissioner of Internal 
Revenue Speer has written the follow- 
ing letter to Daniel J. Tompkins, Pres- 


ident United States Guarantee Co., 
New York, N. Y.: 
Sir: Replying to your letter of 


March 7, 1918, you are advised that 
commissions paid soliciting agents 
curing the year 1917 are required to 
be reported upon forms 1096 and 1099. 
If, however, the agent maintains an 
office for the transaction of insurance 
business, paying expenses such as of- 
fice rental, clerk hire, etc., and the 
amounts paid agent by the company 
are intended to cover expenses, then 
ccmmissions or amounts paid such an 
agent are not required to be reported. 
L. F. SPEER, 
Deputy Commissioner. 





where frankness, probity and _ high- 
souled courage should crowd out in- 
trigue, deceit and mediocrity. 





346 & 348 BROADWAY 


Income for the year 1917: 
Premiums 


Paid Policy-holders, 1917 


Matured Endowments 
Surrender Values 
Dividends 
Annuities 


over $16,000,000 increase by 


The Company is purely 


Reserved for dividends 


1918 


ey 


dividend policies maturing 


Total . 


January 14, 1918 





73d ANNUAL REPORT 


NEW YORK LIFE 


INSURANCE 


ee 


(Exclusive of Disability 


Death Losses ........ceeccceseee $380,5699,3871.00 


Loaned Policy-holders during 1917............ 





New Paid-for Insurance in 1917 


and increased, and Additions by Dividends)..... 
Paid-for Insurance in Force Dec. 31....... 
Number of Policies in Force Dec. 31..... scape wees 


Admitted Assets, Dec. 31, 1917.............. 


These assets are the property of over 1,000,000 people with 
their dependents (in accordance with their contractual rights). 
mutual; it has 


PO CPT PET TT ee 


payable 
oo 0000060 +$26,061,063.64 
Reserved for dividends on deferred 
subse- 
@aent to BOIS... 6. ccsece er eee 


Reserved for Contingencies....... --+- 40,584,204.36 


oeee eee eee eee esos 


THE ANNUAL DIVIDEND RATE OF 1917 WILL BE 
MAINTAINED IN 1918 


For the year 1917 the Company’s mortality rate 

was the lowest in its history 
Average earning power of total Ledger Assets 
A detailed statement will be sent to any person asking for it. 


DARWIN P. KINGSLEY, President 


COMPANY 
- NEW YORK CITY 


. -$100,279,122.00 
.. 89,957,422.00 


.. _5,881,618.00 $146,118,162 


Benefits): 


.. 18,566,409.00 
.. 18,527,170.00 
.. 22,807,762.00 


.» _ 1,887,241.00 $86,887,953 


$23,722,213 


(Exclusive of 
Policies revived 


$315,994,500 


Hhewew ene $2,673,334,336 
Es 1,301,969 


$934,929,381 


no capital stock. 


$760,742,335 


in 


. . -107,041,778. : 
o136¢  $174,187,046 


$934,929,381 





{ Dec. 31, 1917, 4.59% 
1 Dec. 31, 1916, 4.54% 
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Business Associations 


Help men to success. 


Provident agents are associated with a business organi- 
for integrity, fair 
and financial security extends over half a 


Write for information 


The Provident Life and Trust Company 
of Philadelphia 


Founded 1865 


dealing 
century. 





















INSURANCE CoM 


THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 














WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, 


New York, N. Y. 














Pension Fund in 
Chaotic Condition 


A MUDDLE 





IN NEW JERSEY 





State Teachers’ Retirement Fund—Re- 
port of State Chamber of 
Commerce 
New Jersey pension systems, includ- 
ing the State Teachers’ Retirement 
Iund, are in a chaotic condition. They 
do not meet the object of a pension 
system, “which is, on the one hand, to 
protect the public servants against the 
contingencies of old age and disability, 
and on the other hand to increase the 
efficiency of the public service by mak- 
ing possible the elimination of those 
employes who, through old age or 
disability, are unable to effectively 
carry on their duties.” ‘These are find- 
ings contained in a review of what 
has been accomplished by six months 
cf investigation of these systems under 
the direction of the Pension and Re- 
tirement Fund Commission created by 
the Legislature. This review, which 
has just been made public by the 
Bureau of State Research of the State 

Chamber of Commerce, declares: 


Solvency 

“Out of about sixty funds now in op- 
eration there is not one that could be 
ceclared solvent. It appears that their 
liabilities amount to many millions of 
collars and their assets are quite neg- 
ligible in comparison. Unless a re- 
organization of the existing funds on 
a rational basis is promptly under, 
taken they will have to either repudiate 
tneir obligations toward their members 
or to appeal to the legislators for new 
scurces of revenue. In the first case 
the employes would suffer considera- 
ble hardship. In the second case the 
taxpayers would have to bear an ever 
increasing burden.” 

In summarizing the results of the 
work accomplished during the last six 


months of investigation of the fund, 
the review says that “a tremendous 
amount of information has been col- 
lected and analyzed, scientific princi- 
ples evolved, actuarial estimates of the 
cost of the teachers’ service pension 
and other actuarial estimates have been 
prepared, comprehensive reports have 
been published and a bill for the re- 
tirement of State employes—the first 
scientific pension bill in New Jersey— 
was devised. In a word, a great deal 
of work has been accomplished during 
the past six months. But this is only 
a beginning. The actual reorganiza- 
tion and establishment of a sound sys- 
tem, i. e., the greater part of the work, 
is yet to be done.” 


Planning to Remedy Defects. 


The next step, the report continues, 
will be to undertake the work of pre- 
paring the conditions for the applica- 
tion of sound remedies for the defects 
discovered. “The problem of reorgan- 
ization of the teachers’ pension and re- 
tirement systems,” the report says, “is 
one of the first problems to be con- 
sidered by the commission, in view of 
the fact that their condition is exceed- 
ingly serious. The obligations to the 
teachers involved in the State pension 
amount to about $24,000,000, as shown 
by actuarial valuation. No adequate 
financial provisions have so far been 
made for meeting these stupendous 
obligations. The teachers’ retirement 
fund, as shown by a recent investiga- 
tion, is in an unsound financial condi- 
tion and can live only a few years on 
its present basis. Next comes the prob- 
lem of the police, firemen and other 
lecal employes’ pension funds. Some 
of these funds are in an appalling situ- 
ation. The commission must assist 
the municipalities in reorganizing 
them. It must prepare a basis for 
their sound reorganization.” 


A RECORD 

During the year 1917 the Northwest 
ern Mutual issued policies on the lives 
of 46,481 persons and 15,544, or 33.4 
per cent. of these were old _ policy- 
holders. 

The total insurance issued amounted 
to $175,858,473, of which $83,022,733, 
or 47.2 per cent., was on the lives of 
old policyholders. 
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Commissioner Writes 
to Policyholders 


ARTICLE OF JOHN B. SANBORN 





Tells Policyholders of Northwestern 
Nationa! of Gratifying Record 
of Company 





Commissioner of Insurance John B. 
Sanborn, of Minnesota, has written a 
message to policyholders of the North- 
western National, which that Company 
reprints in the current edition of its 
paper, the “Northwestern National 
News.” Mr. Sanborn’s article is re- 
produced in full: 

The records of this department show 
that during the year 1917 the insurance 
in force of the Northwestern National 
Life Insurance Company increased from 
$42,190,750 to $54,193,728, an increase 
of $12,002,978; that its total admitted 
assets are $6,186,694.37, of which §$4,- 
076,523.09 are mortgage loans made on 
improved real estate in Minnesota and 
cther States of the Northwest. 

These figures speak for themselves, 
but it is extremely gratifying to note 
tnat during this year, which has been 
in all respects abnormal, such a large 
vclume of insurance business has been 
written. At this time when the im- 
portance of thrift, efficiency and con- 
servation of resources is of the utmost 
importance, too much emphasis cannot 
be given to the necessity of the pro- 
tection of life and property by insur 
ance, 

No Provision Made 


Statistics show that few men accumu- 
late estates sufficient to: take care of 
their dependents. According to the 
records of the surrogate court of New 
York 3 per cent. of the estates amount 
to $10,000 or over, 15 per cent. are be- 
tween $2,000 and $10,000 and 82 per 
cent. have no tangible assets. From 
these figures it would appear that in 
the absence of life insurance 97 per 
cent. of all persons whose estates were 
prebated in the surrogate court of New 
York had made no adequate provision 
{«r the continued maintenance of their 





dependents. The government of the 
United States, by providing insurance 
fcr its soldiers and sailors, has placed 
the stamp of approval upon the under- 
lying principles of life insurance, and 
this ought to go a long way toward 
ecucating the people of this country to 
the necessity of carrying a sufficient 
amount of insurance upon their lives 
to prevent those who are dependent 
upon them for care and support from 
becoming dependent upon public or 
private charity. 


Helping Win War 

That the companies who conduct this 
bueiness will contribute much toward 
winning the war there can be no doubt. 
They have already purchased Liberty 
bonds to a large amount and their pur- 
chase of the future issues of these 
bonds will undoubtedly be enormous. 
Their agency forces have participated 
in the sales of Liberty bonds, the Red 
Cross campaign, and in spreading the 
doctrine of democracy, soyalty and 
patriotism from coast to coast. They 
have released many thousands of their 
employes for government service, have 
assisted the government in notifying 
the soldiers and sailors of their rights 
under the government insurance bill, 
ii many instances by refusing to ac- 
cept applications from soldiers and 
sailors who had not already availed 
themselves of such rights. Their re- 
ward will be an ever-increasing public 
confidence in their business and an 
ever-increasing realization of the bene 
fits to be derived from the adequate 
protection through life insurance of the 
women and children of this country. 


WOULD COST $137,000,000 

Mark Daly, representing the manu- 
fecturing interests, appeared at the 
hearing in Albany, March 26, in oppo- 
sition to the proposed health insurance 
bill. He showed that it would cost 
$137,000,000 a year. Labor interests 
generally favored it while commercial 
interests and the medica] profession 
opposed the measure. Support algo 
came from the City Club of New York, 
American Association for Labor Legis- 


lation, Woman's Municipal League, 
Woman’s Trade Union League and 
Cousumers League. The bill is so 


drastic that it seems highly improba- 
bie that it could be passed. 





—— 


representatives and of the public. 


reputation ensure success for the Field. 





A Year of Splendid Achievement 


It is not difficult to see why the MASSACHUSETTS MUTUAL in 1917 wrote a 
larger amount of paid-for business than in any other year in its history. Sixty-six 
years of Service efficiently and promptly rendered have won the confidence of its 
Co-operation with a Home Office that has the 
right spirit, policies which are not excelled, and a company with a sterling 


Occasionally we have a General Agency opening 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 

















54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 











The 1917 Record of Efficient Service 
by our Competent Agency Force 


New England Mutual Life Insurance Co. 
Boston, Mass. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





THE 
METROPOLITAN LIFE 














R. P. Burns, of the 
R. P. Burns Peoria Life, in a 
Talks of His talk before agents 

Selling Methods of that Company, 

said recently: 

“Many of the methods used 20 or 
more years ago in writing life insur- 
ance cannot be successfully used today. 
People are better read, and are ‘wise’ 
to the ‘tricks’ and ‘schemes.’ Once it 
was thought smart to write a ‘life’ pol- 
icy with a 20 year settlement, or a 20 
pay life as an endowment. Then, the 
agent who did so, received great praise 
from his company for his ‘splendid’ 
production, while the agent who was 
clean, was rated ‘not much force’ be- 
cause his clean business had to com- 
pare with the dirty business of the 
other. As a result all life agents have 
had to bear the odious classification of 
‘slicker’ or ‘trickster.’ 

“But a new era has dawned. Today 
we consider that any agent who goes 
out and gets the confidence of a fellow- 
men, whether by the introduction of 
a friend, or by whatever means, and 
deliberately violates that confidence, 
not only lowers the ethical standard of 
lig profession, but he is a criminal, get- 
ting money under false pretenses. He 
is leaving behind him a trail of suspi- 
con and distrust that succeeding agents 
must follow, and he carries off honors 
to which he is not entitled. Besides, 
he wastes time and energy in having 
to plan a strategic retreat. Honesty 
of purpose and of method is the win- 
ning principle today, for it gives to its 
possessor a confidence in himself which 
knows no defeat and enables him to 
more easily gain the confidence of 
others. 

“It is getting increasingly hard to 
get to people nowadays, but that is one 
of the problems that each one must 
solve for himself. The man who can- 
not work out this problem is not a 
valuable man for himself, or for his 
company. 

“T am convinced that the country 
banker, in most cases, is the man who 
can be of greatest service to us. If he 
is not available, or is not the right 
man, then perhaps the auctioneer, the 
stock buyer, or the grain buyer. It 
certainly is no less important today to 
have a good local man, than it has 
been in the past. 

“How can we improve our canvess? 
Let us begin by preaching the advan- 
tages of life insurance on the living 
side, instead of talking on the dark 
and gloomy death side. Preach sun- 
shine instead of gloom. + 

“Men are tired of having the hearse 
backed up to the door for them and 
having an old express wagon taking 
their family to the poor house, and few 
men enjoy being lectured on their duty 
to their family especially by a stranger. 

“One may use the sentimental side, 
but he should first gain the attention, 
aud build up the frame work of his 
exnvass with business argument, and 
then, by the use of a few human in- 
terest stories, drive home his arguments 
on the sentimental side, as occasion 
will permit. Visualize the advantages 
of doing, rather than the penalty of not 
doing. I have no objection to a story 
made up entirely of blue sky, so long 
as it illustrates the truth. 

“By being ever on the alert, reading 
insurance magazines, talking to other 
agents, attending conventions, etc., one 
will be able to pick up ideas, illustra- 
tions and arguments. When we meet 
an agent of another company, we should 
draw from him some good ideas if pos- 
sible, instead of impressing him with 
what a big fellow we are. 

“Try out a new argument a few 


times, and watch results. If it does not 
work well, drop it. The most valua- 
ble thing to me, in relation to my 
canvass, has been to write out my argu- 
ments. When we take what seems to 
be a good point, and reduce it to white 
paper, it sometimes proves to be a 
pretty flimsy argument. I have fre- 
quently offered this advice but I have 
feund no one who wouid follow it. If 
each one of us were called into the 
office of some high class business man, 
and asked for a good reason why he 
snould buy life insurance, I wonder if 
each of us could give three or four 
good, clear, intelligenet arguments, or 
would our reply be something like the 
bashful young man propusing to his 
sweetheart. I have found that one of 
my weak points has been to allow my 
canvass to take the form of a polite 
lecture at a Sunday School Convention, 
instead of having the fire of enthusiasm 
and that convincing force about it. It 
is a good idea to be your own critic 

s0 over each case and determine if 











Metropolitan Life Insurance Company 
Home Office Building 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force... .$3,936,181,898 
It is greater than any other company 
in America in the number of its 
ee inteanee 18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 
ee ee Se $791,060,002 
It stood first in the world in gain 
in insurance in force in 1917 


PeeR asda cea eee $453,749,902 
It stood first in the world in gain in 
income in 1917...... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more 
than 15,000 agents, has undertaken 
to sell in 1918 $65,000,000 worth of 
War Savings Certificates and Stamps, 
making an allotment to every agent. 


JOHN R. HEGEMAN, President 








possible, why you succeecded or failed. 
A common mistake is that our argu- The Equitable 


Life 





er the number of interviews the larger 


re © " ¢ r e rs . ‘ ‘ ia > rave > . 
rents and iitustrations are too Bencral, Equitable Asks Assurance Society the average return.) 

t Y a hit or miss talk. Agents 22 has asked = agents 8. In addition to your work during 
a — canvass, one night, an Questions twenty-two questions, business hours do you devote one or 
agent who was with me, said, “That the affirmative an- two or three evenings each week to 


vas the best canvass I ever heard you swers to which if conscicntiously and 


five, it was right to the point.” MY correctly made, spell success. Here are 


reply was, ‘You are responsible for the queries: 
that. In this ease you gave me all the ; 
conditions in his business and family 
affairs, and I could shape my argu- 


‘vey 9 
ments accordingly.’ ‘In most cases, we “eek and day? 


dash along the road and suddenly turn 2. Do you hold yourself strictly 
into the yard and I have time only to gid regulations as to the expenditure 


learn his name.’ It is mighty important Of your time? 


1. Do you work out a carefully pre- 
pared program for the year, month, 


to 


{o make our arguments fit nis case. 3. Do you add from day to day to 


“Another of my weak points has been Yeur list the names of insurable peo- 
to let down the pressure at or near the pe, eliminating from time to time those 
ciosing point, or perhaps let my steer- Who are not promising physically, fi- 


ing wheel wabble, so I lost control of tancially or otherwise? 
the trend of the canvass. At this point, 


boiled down. 
“I Have found that when I get into fits the case? 


iny system, that feeling that — am 6. Do you interview a fixed number 


really going to write my man, I shape of prospects every day? 
my arguments more forcefully, and my 


The mental attitude does have a great those interviewed you secure? 
deal of bearing on the result.” 


4. Do you post yourself in advance 
of all places, it takes concentration about those you intend to interview? 
5. Do you offer the policy that best 


7. Do yott review your work period- 
words have a more convincing ring. ically to find out what percentage of 


(Other things being equal, the great- 








Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 
written by an American company. 


Having completed its 75th fiscal year on the 31st of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 











interviewing prospects in their homes? 

9. Do you gather prospects and sgell- 
ing points by studying the daily pa- 
pers? 

10. Do you take note of marriages, 
deaths, business changes, new organiza- 
tions, successes and failures, as a 
means of procuring new and additional 
insurance? 

11. Do you when possible close a 
case on the first interview? If not, on 
the second? And do you refuse to 
waste your time on those who keep 
putting you off? 

12. Do you keep yourself in fighting 
trim? 

13. Do you take genuine pleasure in 
your work? 

14. Do you go in to win, like the foot- 
ball player or the huntsman? 

15. Do you jolt yourself out of ruts? 
Have you abandoned arguments that 
are obsolete? Are you fresh, up-to-date 

a leader in thought and action? 

16. Do you adapt your appeals to the 
war conditions now prevailing? 

17. Is your diligence constant, steady, 
uninterrupted—all day and every day— 
except when you are getting the rest 
and recreation necessary to keep you 
in fighting trim? 

18. Do you refuse to permit disap- 
rointments to discourage you? 

19. Are you constantly cheerful, cour- 
a;,eous, confident? 

20. Are you uninterruptedly optimistic 
and enthusiastic? 

21. Have you full faith in the value 
of what you have to offer? 

22. Do you make every prospect see 
that you are not asking any favors but 
are endeavoring to do him a great 
service? 





NO NEWSPAPER CONTROVERSIES 

The New York Life has called to 
the attention of agents the fact its 
agents are prohibited from entering 
irto newspaper controversies, or pub- 
lishing anything with regard to insur- 
ance or issuing circulars of any kind 
unless the matter has first been sub- 
mitted to, approved and authorized by 
the company. 





AVERAGE AGES 
In 1917 there were 3,382 deaths 
among policyholders of the North- 
western Mutual Life. The: average 
age at entry was 38.8; average age at 
death, 55.7; average years insured, 
16.9. 








-_ i oe ee ee ae oe Oe oe 











March 29, 1918 


THE EASTERN 


UNDERWRITER 9 








How Life Men Can Help 








By John M. Holcombe | 





The United States Government has 
recognized its obligations fo those who 
are offering their lives for its protec- 
tion, by a plan of life insurance which 
may draw large sums from the public 
treasury over and above the premiums 
received, for the mortality in war can- 
not be foretold. The death rate in 
battle has no place in the tables upon 
which safe premiums in peace are 
based. In giving pensions to those 
who have suffered loss by reason of 
public service, the people as a whole 
acknowledge a just indebtedness. Some 
plan of life insurance presents ad- 
vantages over a pension system, but un- 
less the premiums are sufficient to pay 
the losses and expenses, the public 
purse will supply the deficiency, the 
necessary funds coming from the same 
source from which pensions are paid. 
Hew Life Insurance Can Help in the 

War 

But with a due regard to the safety 
of those who own it, and without 
prejudicing their interests or those of 
their dependents, such a company can 
gather the premiums of its policy- 
holders and protect family, business 
and public interests. With the funds 
which must be set aside to meet fu- 
ture obligations, it can help maintain 
and develop those lands and industries 
without which war cannot be carried 
on nor a prosperous peace be main- 
tained. It can directly and indirectly 
through its organization help the Gov- 
einment secure money which it must 
have to protect the interests of its 
people; it can effectively aid in col- 
lecting the small sums which make 
the greater ones, and at the same time 
promote habits of thrift to the future 
advantage of the country; it can co- 
operate with those agencies which are 
unselfishly engaged in saving life, re- 
lieving distress and guarding the 
morals of young and immature man- 
hood; it can stimulate patriotism, re- 
strain criticism, and foster a spirit to 
applaud what is worthy and condemn 
what is false or unjust; from among 
its employees it can swell the army 
and navy, but this can only be done by 
adding to the ordinary labors of those 
who must continue the necessary duties 
of carrying on its affairs. Many val- 
ued men in this office and in the field 


have given themselves to the service 
of their country and the world, will- 
ingly devoting their energies, risking 
their future prospects, and cheerfully 
facing the supreme sacrifice. The men 
and women who remain are giving 
more than ever of their time and 
strength to supply the places of those 
who have gone, to the end that a 
broader and better field shall be creat- 
ed in which the institution of life in- 
surance shall do a larger and more 
useful work than ever before. 

A mutual life insurance company 
secures its members by appealing to 
the best sentiments of humanity, and 
it is not in passion or hate that its or- 
ganization should be employed, but 
rather in the education of those who 
have not seen the vision of a world in 
Which each individual shall have an 
equal chance to enjoy the just reward 
of his talents. 


A Review of 


Business Conditions 


BY NEW ENGLAND MUTUAL LIFE 
National Problem Not How to Econo- 
mize, But How to Be 
vere 


The New Engl and Mutual Life, in 
the current issue of “The Pilot,” sums 
up the general business conditions of 
the country, with particular emphasis 
upon the meaning of thrift. The Com- 
pany says: 

“The active life of the country in 
commerce and industry tends to broad- 
er improvements. Production at pres- 
ent is not limited by demand, but by 
the power to produce. Civilian busi- 
ress will be confined to goods left af- 
ter military needs are fully cared for. 
There is not the slightest question 
about the financial ability of the civil- 
ian population to absorb all the goods 
that we can manufacture! 

“But America wants positive action 
—she calls for promptness in daily 
business, a quickening of all activities. 
On our response to this imperative 
reed depends largely our worth to the 
nation. 

“Recent events have forced the coun 
try to consider the economics imposed 
by the war situation. The public is 
beginning to understand the real mean- 
ing of ‘patriotism’ and ‘thrift.’ Patrio- 
tism does not mean that the manu- 
facturer should furnish his goods to 
the Government at cost, because fairly 
generous profits are essential to main- 
tain prosperity. 


What True Thrift Means 


“‘*Practising thrift’ is not always 
economy, much less parsimony. There 
is ‘a thrift that spendeth’ in order to 
be truly thrifty. Excessive saving 
tmweans nation-wide curtailment of busi 
ress—the worst possible method of 
waging a war whose daily bill is enor 
mous! Thrift, on the contrary, is care 
and prudence in the management of 
resources—‘thrift is the best means of 
thriving.’ It brings prosperity through 
good management. 

“The problem to be solved is not how 
to economize—a negative act, but how 
to be thrifty: how to prevent leaks 
through useless ‘waste, and how to de 
velop a policy of action that will speed 
up production—even if that process in 
velves somewhat higher costs than 
reace times would tolerate. 

“Thrift, then, is much more than 
mere saving of money. It is a_ posi 
tive, constructive force, more difficult 
and exacting than economy because 
ic is taking care of money—in the in 
terest of a cause. 

“Today, the essence of patriotism is 
for us to assist the Government in 
siowing down non-essential industries, 
and in speeding up those that are vital 
to the needs of the war. The transi 
tion is a delicate process. No matter 
how skilfully handled, it must bring 
some hardship. But our Allies have 
met it so ably and courageously that 
an obligation is on us to give ourselves 
wholly to the problem, with prompt 
ness and energy. We must be _ pre- 
pared for sacrifice, but not for a gself- 
denial that means ruinous stagnation. 
Frosperity must be sustained if we are 
to escape economic uncertainties. 


Supreme Duty of Life Insurance 
Companies 

“Our supreme duty lies in keeping 
our business and family relations on 
a vigorous and wholesome basis. If 
tue drain of the war prove long, our 
country will require all our commer- 
cial and financial strength; and this 
can be drawn only from the material 
and spiritual potency of her people. 

“Waste is an economic offense, with 
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THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 




















Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST -LARGEST-~STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER i, 1917: 
REE. on cssecsecaveevonwenivesemevussenebenvbsioersdcdnsdigneenabsnetnendsevsatas 
LARRNURIIOD ..0<ccuccquccsesencnccetenootsoseonsers se eesbsoveosesscoeess 
Capital and Surplus......cccccccccccccccccccccsssecceccccsssccccsecees 
SOO TR Pic nnsnedenccnacsccusenntthences’n00ncevevsecesabedacacvcasenves 
Payments to Policyholders since Organization 
SO GRVIME ite POON Be ccsnsecke ccs esncsccccccccoceseseseess 1, 
GOOD TERRITORY FOR LIVE AGENTS 




















an enervating effect on character, while TO KEEP POLICIES IN FORCE 
negative economy is caused by timidity Under an arrangement with the War 
{f not fright. But spending money for Risk Insurance Bureau, all policies of 
essentials that contribute to the stabil- insurance taken out by soldiers or sail- 
itv of the nation is both wisdom and org ghall be prevented from becoming 
patriotism. invalidated because of non-payment of 
“No higher form of this strengthen- premiums. 

ing process exists than that of life in- —_—_—_— 
surance—-which always rescues from Elliott B. Norris, former president of 
cestruction and perpetuates the eco- the Farmers & Traders Life Insurance 
nomic worth of human lives!” Company of Syracuse, is dead. 








Excerpts from the Financial Statement of December 31, 1917, 


Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Assets, $6,186,694.37, increase 17% over 1916. 
Liabilities, $5,602,162.72. =. and contingent fund, $548,531.65. 
Apportioned for dividends, $263,206.57, increase 23% over 1917. 
Insurance in force, $54,193,728.00, increase 28% over 1916. 
Paid to beneficiaries. and policyholders to December 31, 1917, 
$16,966,562.65. 
A western, mutual, annual dividend, old line company 


THE COMPANY for policyholders and agents 








Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, June 28, 1915 

**Tt is noteworthy that this Company was organized without any promotion expenses.*’ 

‘I beg to report further that I find the Company in excellent financial condition.” 

““The volume of its business has steadily increased, its surplus is growing rapidly ana 


its funds are being carefully conserved under expert supervision. ** 


Home Office, DALLAS, TEXAS 











PURELY MUTUAL CHARTERED 1857 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GEO. C. MARKHAM, President 


Insurance in Force, $1,505,464,984 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued. 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 
Write GEO. E. COPELAND, 


Investigate 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; W. L. Had- 
ley, Secretary; R. W. Swayne, Assistant 





Secretary. The address of the officers is 
the office of this newsbaper. Telephone 
2497 John. 


Subscription Price $3.00 a year. Single 
copies, 25 cents. 

Entered as second-class matter Janu- 
ary 4, 1907, at the Post Office of New 
York, N. Y., under the act of Congress 
of March 3, 1879. 








FIFTY YEARS OLD 

The Metropolitan Life is fifty years 
old. It was just half a century ago 
that the New York Legislature changed 
the name of the National Travelers 
Insurance Company to the Metropolitan 
Life Insurance Company. What has 
been accomplished since then is one of 
the amazing, Aladdin-lamp achieve- 
ments in American business life. In 
1867 there were 346 policies. Now 
there are more than eighteen millions. 
The total cash income in 1868 was 
$118,599. Last year. it wag $193,691,915 
One of the most felicitous features of 
tne Metropolitan’s half-century 1s that 
the principal factors in the Companys 
tremendous success are still at the 
helm. 





A GEOGRAPHICAL NOTE 

When The Eastern Underwriter re- 
ferred to the “Insurance Field” as a 
Southern paper the editor came back 
as follows: 

Sure, the “Insurance Field” is a 
pretty good Southern paper—also 
Northern, Hastern and Western, wher- 
ever, in fact, insurance is a living in- 
terest. 

Righto! 








POLITO AND EASTWOOD 

In its report of the marine insurance 
hearing The Eastern Underwriter in 
its issue of March 15 made the state- 
ment that James Polito, who telephoned 
inturance orders from the office of 
Coccaro & Co., freight and customs 
forwarders, and brokers ana agents, 
cand who is a nephew of Coccaro, had 
disappeared; also, that Eastwood, a 
real assured, was also missing. On the 
Cay after The Eastern Underwriter 
went to press both Polito and Hast- 
weod appeared at the Insurance De- 
partment and testified. 

The Eastern Underwriter goes to 
press on Thursday morning, and on 
Wednesday afternoon W. H. Hotch- 
kiss, counsel for the complainant in- 
surance companies in the investigation, 
made the statement to Superintendent 
Phillips several times that both men 
were wanted to testify, but could not 
be found. Messrs. Polito and East- 
wood, therefore, were missing (so far 
hs the Insurance Department knew) on 


the morning that The Eastern Under- 
writer went to press,’ but on the fol- 
lowing day showed up, after The East- 
ern Underwriter had reached _ the 
Street. 

Thus, The Eastern Underwriter was 
accurate in its facts at the time of 
issuance. This statement is published 
in fairness to Messrs. Polito and East- 
wood, 

NORTHWESTERN MUTUAL’S 
RBCORD 

Three fundamental ratios in the oper- 
ation of a life insurance company are 
those of mortality, interest and ex- 
pense. By all of these standards the 
Northwestern Mutual Life measures up 
in a splendid fashion. The Company’s 
rate of interest in 1908 was 4.84. By 
1911 it had reached 4.96. There was a 
slight decline for the two following 
years, but by 1914 it was 4.96 again. 
In 1916 it was 5.03; and last year 5.06 
The Company’s actual to expected mor- 
tality was lower last year than at any 
time since 1910, being 54.23. In 1908 
it was 69.46. Expenses (except taxes 
tc income) were 10.57 last year as 
compared with 10.76 ten years ago. 


WANT LARGER GRAIN LINES 
Conference Committee Appointed with 
George H. Batchelder, Pennsylvania 
Fire, Chicago, as Chairman 


The Charles W. Sexton Company and 
cther Minneapolis insurance agencies 
are complaining of a shortage of in- 
surance protection relative to grain 
elevators, and a conference committee 
have asked the companies to go to the 
relief of the elevator men with larger 
lines. A conference committee has 
been appointed. George H. Batchelder, 
of the Western Department, Pennsyl- 
yania Fire, Chicago, is chairman. 





ATLAS SUES FOR PREMIUMS 





Jchn L. Dudley, Jr., Co. Named in Ac- 
tion Brought in New York Courts 
by London Co. 





The Atlas Assurance Co. is the 
complaining company in a suit against 
the John lL. Dudley, Jr., Co. for unpaid 
premiums. Suit has been started in 
the New York courts with Frederick 
vT. Case representing the Atlas as 
counsel. 

In 1915 a number of companies 
started actions against the John L. 
Dudley, Jr., Co. for unpaid balances. 


PRIDDY IN THE SOUTH 
Lawrence Priddy will make a long 
tour of the South, visiting associations 
of life underwriters. 





NEW YORK LIFE DIVIDENDS 

The New York Life to December 31, 
1917, paid $229,267,981 in dividends. 
In 1916 it paid $26,561,064 in dividends. 





Howard P. Moore, assistant secre- 
tary of the Home Insurance Company, 
is the author of a book, just from the 
press, and named “The Descendants of 
Ensign John Moor of Canterbury, N. 
H., Born 1696, died 1786.” A complete 
list of the Moors and Moores who are 
descendents of Ensign John Moor is 
given and the book is prepared with 
the thorough manner which character- 
izes all of Mr. Moore’s work. It is also 
written entertainingly. 





The Continental’s minstrel show and 
ball will be given on Wednesday night 
of next week. 





H. A. Smith, president of the Na- 
tional of Hartford, was in the city 
Wednesday. 











JOB E. HEDGES 





Job E. Hedges, the new counsel for 
the Association of Life Insurance Pres- 
idents, and one of the most distin- 
guished lawyers in New York City, in 
an address in Chicago last week de- 
rounced pacifists as the “illegitimate 
offspring of a hope and a regret” and 
demanded the death penalty for Ger- 
man-Americans who live in this coun- 
try and are not against Germany. 

“We didn’t enter this war, in my 
opinion,” Mr. Hedges said. “God AI- 
mighty took us by the neck and threw 
ur into it.” 


*_ * * 


Captain Emmet C. Peebles, attached 
to the Adjutant General’s Department 
at Camp Sherman and formerly gen- 
eral agent of the Northwestern Mu- 
tual Life, Cincinnati, has received a 
letter from Director De Lanoy, of the 
War Risk Insurance Bureau, thanking 
him for his work at Camp Sherman 
where a grand total of $330,537,260 
of insurance was written. This made 
a record, Director De Lanoy said. 


George Chappel, general manager 
of the Royal, has been placed on the 
Commission of the Peace in Liverpool. 


* * * 


Frederick Richardson, United States 
manager of the General Accident, de- 
livered a paper this week before the 
Insurance Society of New York, tak- 
ing as his subject “Twenty-five Years 
ol Casualty Insurance.” If there is 
any man in insurance who has more 
literary ability than Mr. Richardson, 
or who can express his ideas with more 
beauty or more force, The Eastern Un- 
derwriter has never seen him, 


+ * * 


Lemuel S. Brown, of Chicago, has is- 
sued a new edition of the Printers In- 
surance Inventory System, which has 
Leen completely revised. It includes 
general instructions for making inven- 
tory for a printing plant or any de- 
partment thereof. 


Hartwell Cabell, counsel for the Au- 
tomobile Conference, is spending much 
of his time in Washington with the 
cffice of the Custodian of Enemy 
property. 

+ + * 


Frank Lock, United States manager 
ef the Atlas Assurance, is now in 
‘lexas. 


THE HUMAN SIDE OF INSURANCE 











H. Hackfeld & Co., the leading in- 
Surance agency in Honolulu, has been 
rcorganized ' by A. Mitchell Palmer, 
Alien Property Custodian, by taking 
over the enemy-owned stock and elect- 
ing new boards of directors and man- 
agers for both the holding company and 
the operating company. This puts the 
Alien Property Custodian in virtual 
control of business in Hawaii with as- 
sets in excess of $15,000,000. The sale 
cf 11,000 shares of H. ‘Hackfeld & Co. 
sicck to American citizens living in 
Honolulu, which was carried through 
b, the old management of J. F. Hack- 
feld, Ltd., has been rescinded by direc- 
tion of Mr. Palmer. It was explained 
that 90 per cent. of the stock of J. F. 
Hackfeid, Ltd., was owned by J. F. 
Hackfeld, a German subject living 
in Bremen. The Hackfeld insurance 
agency is one of six agencies which 
contro] the insurance on sugar planta- 
ticns and other big lines in Hawaii. It 
has its own building and does a steam- 
ship brokerage and other business also. 
The fire insurance companies in the 
Hackfeld agency are Guardian of Lon- 
acn, National of Hartford, Globe & 
Rutgers, Phoenix of Hartford, Agricul- 
tural and Hibernia Underwriters. The 
interests of the American companies, ot 
course, will be protected by the cus- 
todian, his action in taking possession 
ct the office merely being a change in 
the operating management. 

* - * 


Roy Van Wagenen and Clarence M. 
Stauffer, of Allentown, Pa.—Van Wag- 
enen & Stauffer—took the agency of 
the Maryland Casualty on August 19, 
1915. At that time the Company’s pre- 
mium income from that territory aver- 
aged about $2,000 a year. After two 
years of campaigning they have on 
their books more than $60,000 in pre- 
miums for the Maryland. Messrs. Van 
Wagenen and Stauffer are brothers-in- 
law and before going with the Maryland 
were life insurance agents. 

a 7 ok 

B. C. Scudder, of the North River, 
tas returned to his desk after an ill- 
ress of three weeks. 


HIGHER INSURANCE LIMITS 





Used Cars of Two Years Back to Be 
Covered at Present 
Prices 





Disposition of the perplexing prob- 
lem of readjusting insurance limits for 
fire and theft insurance on used cars 
is about te be made by the conference. 
The proposals are before the local con- 
ferences for approval, which now 
seems assured. 

The plan is that on cars of 1917 and 
1916 models insurance be allowed on 
the present percentage basis, calcu- 
lated on the present list price instead 
of the price at the time the car was 
bought new. As price advances have 
been considerable the assured will be 
materially aided by this plan, which 
becomes retroactive to the time when 
car prices were relatively high. Prices 
then began to fall and recently have 
again turned upward at a rapid rate. 
Under the proposed plan depreciation 
is offset by a market which has had 
iis slump and is now on the rebound. 





BUSH TERMINAL JUDGMENT 

The Globe & Rutgers obtained a judg- 
ment of $7,713 against the Bush Ter- 
minal Company on Saturday. 
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FIRE INSURANCE DEPARTMENT 





Death of R. H. Folsom 
a Shock to Friends 


CLUB 





DIED IN A GOLF 





Started Life as a Miner—Successfully 
Managed Four Re-insurance 
Companies 





After playing seven holes of golf at 
the Rockland County Country Club, 
Sparkhill, N. Y., Ralph H. Folsom, of 
Fester & Folsom, Inc., United States 
managers of four re-insurance com- 
panies, complained of feeling ill, re- 
tiied to the club and died in a short 
time. A man of great muscular 
strength and apparently in the best of 
health, his death was a shock to his 
friends, who include men in all walks 
ef insurance. He is survived by a 
widow and several children, and leaves 
a comfortable estate, the executors of 
which are Mrs. Folsom, Alfred M. Best 
and a brother, Maurice Folsom, of Fol- 
som Bros. Co., insurance agents and 
bankers, Lincoln, Neb., the latter now 
being in the city. Theodore L. Haff, 
secretary of the corporation, is now 
iin charge of the affairs of Fester & 
Folsom, Inc. 

A Hard Worker 


All his life Mr. Folsom was a hard 
worker. He was born in Hawley, Pa., 
spent his boyhood in Nyack and then 
went West. Eventually he started 
work in the office of his three brothers 
in Lincoln, and while in that State at- 
tended the University of Nebraska. 
Partly to pay back indebtedness of a 
brother who paid his college expenses, 
and partly because of his health, then 
frail, he took a job in an Idaho mine, 
where for three years he swung a pick. 
Then, with several other miners, he 
purchased and developed a small mine, 
which later they sold, Mr. Folsom’s 
share being about $12,000. This he lost 
m another mining venture, and, coming 
te New York, he got a position as a 
supply clerk in an insurance office. 
Sometime later John R. Douglas came 
here from Nova Scotia and asked Al- 
fied M. Best to recommend a bright 
young man, with the result that Mr. 


Felsom and Mr. Douglas formed an 
alliance. 

Got First Company in 1910 
A close student of the insurance 


market even at that time, Mr. Folsom 
went abroad to try and interest a group 
of foreign companies which would is- 
sue a joint policy under a Lloyds 
charter here. It was on this trip that 
Mr. Folsom met Mund & Fester. This 
plan fell through, but later Mund & 
Fester sent a representative here to 
establish a re-insurance business. A 
corporation was formed, called Fester, 
Douglas & Folsom. Later, the Douglas 
interest was purchased, and Mr. Folsom 
came in complete control of the busi- 
hess. He was successful from the 
start. In 1910 the representation of 
the Union & Phenix Espanol was se- 
cured; and in 1911 the representations 
of the Northern of Moscow, Warsaw 
and the European Accident. The vol- 
ume of each of the fire companies con- 
tinued to grow, but of late the casualty 
end showed very large growth. The 
keadquarters of Mund & Fester are in 
Antwerp. In London the firm is Fester, 
Fothergill & Hartung. There is also a 
branch in Petrograd. E. ©. Fester, 
London manager, is now in the British 
army. 
Social Connections 

Mr. Folsom was vice-president of the 
Casualty & Surety Club, a member of 
the Drug and Chemical Club, and a 
Member of two golf clubs. He was 
one of the most popular men on the 
Sireet, and was thirty-eight years old. 


General Theo. S. Peck 
of Burlington, Vt., Dies 


LEADING FIRE INSURANCE AGENT 








Enlisted in Civil War When a Boy— 
Won Many Honors in 
Career 





Gen. Theodore S. Peck, of Burling- 
ton, Vt., a well known local agent, and 
cne of the leading citizens of that 
State, died in Burlington last week of 
e complication of diseases. The death 
of his wife a few weeks before also 
hastened his end. His agency was es- 
tublished in 1869, and was incorporated 
in 1912 as the T. S. Peck Insurance 
Agency. General Peck was president, 
J. E. Traill, treasurer, and F. A. Rous- 
seau, secretary of this agency, which 
represents Niagara, London & Lanca- 
skire, Pennsylvania, Springfield, West- 
chester, Fidelity-Phenix, Mercantile, 
Commercial Union and other compa- 
nies, including Travelers, ‘Fidelity & 
Casualty and American Surety. 

Military Career 

General Peck, who was born in 1843, 
enlisted as a private, eighteen years 
old, in the Civil War and by bravery 
won promotions until at the end of the 
war he was a captain. He refused 
three commissions in the regular army. 

Upon his return to his home in Ver- 
ont he was appointed chief of staff 
with rank of colonel by Governor John 
W. Stewart. In July, 1866, he was ap- 
pointed major and assistant adjutant- 
general of the First Brigade, Vermont 
Militia, and upon its muster-out he was 
elected May 10, 1868, first lieutenant 
of the light battery, and captain com- 
manding February 16, 1869. Septem- 
ter 1, 1869, he was elected lieutenant 
colonel commanding battalion of the 
1st regiment Vermont National Guard, 
and colonel of the 1st regiment of the 
brigade of Vermont National Guard, 
September 19, 1870. Upon the consoli- 
Cation of the brigade to one regiment, 
April 14, 1873, he was elected colonel 
of the same, and held command for 
eight years until appointed adjutant 
general of Vermont, with rank of brig 
edier-general in 1881 by the Governor 
of Vermont, Hon. Roswell Farnham. 
From this time to 1901 he was unan- 
tmously elected by the joint assembly 
cf the Vermont Legislature at its sev- 
cral biennial sessions as adjutant gen- 
eral, and ‘was promoted to the rank of 
major-general by brevet in 1894, for 
faithful and meritorious service. He 
served the nation and State almost con- 
tinuously for forty years, and was chief 
cf staff for the following governors of 
Vermont: Farnham, Barstow, Pingree, 
Ormsbee, ‘Fuller, Page, Dillingham, 
Woodbury, Grout and Smith, until Oc- 
tober, 1901, when he was placed upon 
the retired list. 

In 1869 he was made assistant ad- 
jutant-general of the Grand Army of 
tne Republic, department of Vermont, 
and in 1872 was elected senior vice- 
commander and department commander 


in 1876-77. 
The Burlington “Free Press and 
Times,” in its obituary notice of Gen- 


eral Peck printed one column and a 
quarter. 


SEND INSPECTION PLAN 

The companies committee have sent 
to the Treasury Department a plan for 
inspection of properties making muni- 
tions and supplies for the Government. 
Vhis was the result of a conference in 
Washington between Assistant Secre- 
tary Love, of the Treasury Department, 
end underwriters. 





FIRE 
TORNADO 
RENTS 
PROFITS 
HULLS 
CARGOES 
FLOATERS 





CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


LINES WRITTEN 


-—THE AUTOMOBILE=> 
INSURANCE COMPANY 


OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 


MARINE WAR RISK 

WIND STORM MAIL PACKAGE 
LIGHTNING TOURIST BAGGAGE 
EXPLOSION SPRINKLER LEAKAGE 
COMMISSIONS USE AND OCCUPANCY 
AUTOMOBILES INLAND MARINE 
LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 


AETNA LIFE INSURANCE CO. 
AKTNA CASUALTY & SURETY CO. 








WILLIAM H. KENZEL CO. 


FIRE INSURANCE AGENT 


THE 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE & MARINE INS. CO. OF PROVIDENCE, R. L 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 


IMPERIAL ASSURANCE COMPANY OF NEW YORK 
HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO. OF NEW YORK 
AACHEN & MUNICH FIRE INS. CO., ORGANIZED 1825 


Representing at 154 Montague St., Brooklyn 


LONDON ASSURANCE COMPANY OF LONDON, ENGLAND 
NORWICH UNION ASSURANCE CO. OF NORWICH, ENGLAND 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 




















56 BEAVER ST., 


THE 


OF NEW YORK 





JESSE SPIER, Underwriter 


26 
Telephone Broad 2613 


Importers and Exporters 
Insurance Company 


Marine and War Risk Insurance 
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Dailies Play Up 


War Risk Insurance 


TELL OF LARGE COVERAGE 
Consolidated Gas and N. Y. Edison 
Among Large Explosion and War 
Risk Insurers 








Between $200,000,000 and $300,000,000 
insurance on explosion and war risk 
has been taken out in New York City. 
The business has been given a decided 
boom by front page stories in the New 





Fac BIG PLANTS HERE 2 
= INSURE. AGAINST 
BOMBS OF ENEMY 


1 those | 





mutiined | j 
us"! Gas and Electric Lighting Com- R 
‘| panies Alone Underwritten 
Board:! for Over $50,000,000, While 
A Sar-| Total Nears $200,000,000. 
; Vance 
tne ne| NUMBER OF APPLICANTS 
“it “ CONSTANTLY IS INCREASING. 
1d focal a if 
‘oughly | Officials to Meet and Decide 
‘nite’, What Shall Be Done in the 
of a| Event of an Attack by Foe— 
n be Police Stations for Hospitals. ‘ 


York “World” and New York “Sun.” In 
the “Worlc” story the following state- 
Lient was made: 

“The big gas and lighting 
companies of New York have arranged 
for insurance in excess of $50,000,000 
covering bombardment from the air or 
the sea and other forms of war risk. 

“For several days representatives of 
a large brokerage firm have been en- 
gaged in placing these risks with vari- 
companies, the amount involved 
no one concern would 
than a comparatively 
portion of it, leaving the field 
open practically to every company in 
the business. 

$40,000,000 worth of the total insur- 
has been taken by the Consoli- 
dated Gas Company, whose plant com- 
prises one of the most valuable prop- 
erties in the city. From $7,000,000 to 
$10,000,000 has been taken by the New 
York Edison Company. $3,000,000 is 
suid to have been taken by the United 
Electric Light and Power Company, al- 
though the correctness of this sum 
cculd not be confirmed yesterday at 
the company’s offices. 

“It was said at the Consolidated of- 
fices the amount of premiums that com- 
pany would have to pay had not yet 
been determined.” 

The accompanying cut shows how 
the “World” played up the story. 

+. + . 


The Smith-Case Co., 80 Maiden Lane, 
has been appointed Metropolitan and 
New Jersey managers of the Automo- 
bile department of the Sterling Fire. 
J. P. Budde is manager of the New 
York office. 


electric 


ous 
being 
assume 


so great 
more 
small 


ance 


Assets to $1,000 


Insurance in Force 





HARRISON LAW CHART FIGURES 





$6.39 for Domestic Companies—Close 


Race Between Home and the 
Hartford 
Harrison Law’s Fire Insurance Ta- 


bies for 1913 present 1917 data in many 
néw angles and in a form easy to grasp 
at a glance. One new table incorpo- 
rated is the available assets to $1,000 
cf insurance in force. This for do- 
mestic companies is $6.35, for foreign 
companies $4.94, for re-insurance com- 
panies $3.69, a total for all companies 


cf $5.85. For the re-insurance com- 
panies it is:  Abeille, $9.78; Eagle, 
98.24; Fire Reassurance, $4.27; First 


Russian, $3; International, $2.41; Jakor, 
$2.58; Moscow, $2.58; National of Co- 
penhagen, $11.36; Northern of Russia, 
$3.38; Nonwegian Assurance, $13.18; 
Norske Lloyds, $3.45; Paternelle, $4.19; 


Kossia, $4.66; Russian Re-Insurance, 
$3.27; Salamandra, $2.32; Second Rus- 
sian, $3.23, Skandia, $6,61; Skandina- 
vian, $7.73; Swiss National, $2.87; 
Swiss Re-Insurance, $4.95; Union & 


Phenix, $3.09; Warsaw, $5.54. 
In the specific classes, motor had a 
loss ratio of 50.5 per cent. last year, 


sprinkler 54.5, explosion 3.2, tourist 
baggage 50.3, tornado 37.3, registered 
mail 26.9, hail 52. Total earthquake 


losses were $25 for all companies, total 
premiums $15,452. 

There was a pretty contest for su- 
premacy between the (Home and Hart- 
ford in premiums. The gross premiums 
of the Home were $33,480,407; of the 
Hartford, $33,438,747. The net premi- 
ums of the Home were $28,876,983, of 
the Hartford, $28,732,987. The re-insur- 
ance of the Honme was $28,876,933, of 
the Hartford, $28,732,987. The insur- 
ance in force of the Home is $3,913,- 
282,296, of the Hartford, $3,765,775,648. 

Losses paid to net premiums in 1917 
of the Home were 45.2 per cent., Hart- 
ford, 45.7. 





SVEA PROMOTES Cc. O. DE WITT 

J. M. Wennstrom, United States man- 
ager of the Svea Fire & Life Assur- 
ance Co., announced on Monday the 
promotion of Clem O. De Witt to the 
pcsition of superintendent of the United 
States branch of the company. Mr. 
De Witt has been special agent of the 
Svea in Pennsylvania since 1911. 
Walter S. Bachman, who has been 
special agent of the Svea assisting Mr. 
De Witt, with headquarters at Pitts- 
burgh, will now have charge of Penn- 
syivania and will move his headquar- 
ters to Harrisburg. 


SCHOLZ WITH E. E. HALL & CO. 
W. A. Scholz, who has been with 
Starkweather & Shepley for the past 
eight years, has resigned his position 
as assistant counterman of that of- 
fice effective April 15 and on that date 
will become connected with BE. E. Hall 
& Co. in the local department. 


10% Glass Cover 


in Explosion Policy 





CONFERENCE MEETING !S HELD 





Blanket Policies With Pro Rata Dis- 
tribution Clause and Fifty Per 
Cent. Co-Insurance 





The Explosion Conference met here 
on Wednesday, the first meeting since 
June 21 of last year. The Conference 
adopted a new glass breakage clause. 
By this clause glass coverage, not ex- 
ceeding 10 per cent. of the value of 
the buildings covered by the policy, is 
included. It will be recalled that some- 
time ago glass damage was eliminated 
from conference policies. 

Mandatory Forms 

The rating committee proposes to 
issue mandatory conference forms for 
both property damage and use and oc- 
cupancy. When those forms are prom- 


ulgated, all explosion and war risk 
policies shall be written with these 
mandatory forms and nothing incon- 


sistent with the mandatory form of 
Lolicy shall be added to it. 

Chairman Bartow, of the rating com- 
mittee, recommended that a committee 
ol three be appointed to confer with 
the rating committee with power to 
consider whether the conference shall 
permit blanket policies with pro rata 
distribution clause and 50 per cent. co- 


inisurance clause to cover on widely 
separated properties. This was ap- 
proved. 


The question of an atlowance in rate 
on a war risk or explosion policy for 
armed guards on a plant was fully dis- 
cussed, but it was decided that owing 
to peculiar conditions no such credit 
should be allowed. It was agreed that 
there are many circumstances in which 
armed guards furnish no_ protection. 
They would not be protection against 
acrial raids, against bombardment, 
against alien enemies hiding a bomb 
in their pocket and entering a plant, 
against a bomb being thrown in from 
the street. 

One company representative argued 
in favor of extending the time for pre- 
mium payments on war risk policies to 
thirty days instead of fifteen days. 
The proposition was turned down, the 
opinion prevailing that there would be 
just as much laxity in 30 days as for 
15 days payments. 


JERSEY CITY WATER PRESSURE 
Although there is no water famine 
in Jersey City, the pressure is low, 
and precautions are being taken to 
guard against fires. The authorities 
have hired three shifts of men, sta- 
tioned in various parts of the city, to 
shut off mains to increase pressure in 
other sections in event of fire. 


HUMIDORS FOR MOFFATT 


At the last annual meeting of the 
New Jersey State Association of Un- 
derwriters, Mr. Thos. C. Moffatt, of 
Newark, was elected to the presidency. 
In view of the great esteem in which 
Mr. Moffatt is held by his colleagues 
in the Fire Insurance Society of New- 
ark, N. J., it was decided by the mem- 
bers thereof that some fitting recog 
rition and ratification of his election 
to the important office which he now 
holds as president of the State Asso- 
ciation should be expressed by them, 
and at a meeting of the said insur 
ance society, held in Newark on Tues 
day, March 26, the members of the 
society presented to Mr. Moffatt, after 
a few laudatory remarks by President 
Heller, of the society, a pair of very 
handsome mahogany humidors bound 
in brass with a properly inscribed 
piate. The humidors were of two sizes, 
one for cigars and the other for ciga 
rettes. 


GREAT AMERICAN PROMOTIONS 


Alexander R. Phillips, formerly as 
sistant secretary of the Great Amer 
ican Insurance Company, has been ap 
pointed secretary and the following 
have been appointed assistant secre 
taries: William H. Koop, E. S. Archer, 
R. S. Glass, L. J. Borland, G. E. Krech 
and H. B. Churchill. 


WM. SCHIELE DIES 
William Schiele, of Frenkel & Co., 
New York, died suddenly on Tuesday 
of acute indigestion in Denver where 


le had gone on a business trip. Mr. 
Schiele had long been connected with 
I'renkel & Co. and was well known 


and popular in this city. 
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The Broker’s Angle 


on Cover Tangle 





TESTIMONY OF HENRY E. OTTO 





Brokers Have Their Troubles in Meet- 
ing Conditions of Market—How 
Rates Fluctuate 


The best angle on the broker’s end 
of the complicated marine insurance 
provisional coverage situation, now be- 
ing investigated by the Insurance De- 
partment, was the testimony of Henry 


E. Otto, president of Henry E. Otto 
Company, Inc, The questions of the 
Superintendent, the answers of Mr. 
Otto, and the interpolations of Francis 
Carmody, counsel for Mr. Otto, follow: 


Mr. Phillips: Mr. Otto, are you the presi- 
dent of the Henry E. Otto Company, Inc.? 

Mr. Otto: I am. 

Mr. Phillips: And what is the business of 
that corporation? 

Mr. Otto: Marine insurance brokers, doing 
some other lines of insurance for which we 
have a license to transact business. 

Mr. Phillips: Do you recall, Mr. Otto, hav- 
ing placed some insurance for a shipment of 
leaf tobacco on the steamship “‘Seguranka”’? 

Mr. Otto: For whom? 

Mr. Phillips: For Hail & Cotton. 

Mr. Otto: 

Mr. Phillips: 
that insurance? 

Mr. Otto: From my memory, to the best of 
my knowledge and belief, part of that insur- 
ance was placed directly by myself and part 
was placed through another broker who acted 
as agent for me, for which I paid him com- 
pensation. The insurance, of course, was 
placed for account of W. O. Smith & Company, 
who were principals, as far as I knew. At a 
subsequent date—after it was bound in the 
name of W. O. Smith & Co.—I understood it 
was for account of Hail & Cotton. 

Mr. Phillips: Then, W. O. Smith & Co. were 
the persons who applied to you for the in- 
surance? 

Mr. Otto: Absolutely. 

Mr. Phillips: And did they tell you that they 
represented some principals? 

Mr. Otto: Absolutely not. 

Mr. Phillips: Did they represent themselves 
to be shippers? 

Mr. Otto: They didn’t represent themselves 
at all. Simply I had been doing business for 
them prior to that time. They handled vari- 
ous tobacco shipments, but they did not repre- 
sent themselves as principals, shippers, or 
what not. 

Mr. Phillips: 
the insurance? . 

Mr. Otto: Well, as I said before, part di- 
rectly with some companies. 

Mr. Phillips: Could you recall the com- 
panies? 

Mr. Otto: I could not recall that. 

Mr. Phillips: Can you tell, from your rec- 
ollection, the aggregate amount that you placed 
for W. O. Smith? . 

Mr. Otto: I cannot. You see, that is a 
matter of such long standing. I know I have 
had that transaction. 

Mr. Phillips: Do you recall the rate that 
was charged? 

Mr. Oto: I don’t recall the exact rate. IT 
know it was a higher rate than I actually paid. 

Mr. Phillips: You charged Smith & Co. a 
higher rate than you paid? 

Mr. Otto: Absolutely. : 

Mr. Phillips: How much higher? 

Mr. Otto: It was quite a bit higher, but 
the transaction is explained in this way. Smith 
called me up to procure insurance on this 
steamer. The market at that time was quoting 
about the rate that I quoted him. and he said 
—well, I guarantee that rate to him. 

Mr. Phillips: What was that rate? : 

Mr. Otto: I can’t say off-hand. T know it 
was a higher rate. From this rate that I 
guaranteed him Smith deducted commission, so 
that my profit would be the difference be- 
tween the rate that I paid and the rate I sold 
him less 10 per cent. If I had charged the 
rate I paid I would not receive any commis- 
sion for my services. 

Mr. Phillips: Of course, you don’t know 
what Hail & Cotton naid for the insurance? 

Mr. Otto: I don’t know, but T assume that 
he paid the actual rate that I gave to W. O. 
Smith & Co. 

Mr. Phillips: Did he pay more? 

Mr. Otto: I am pretty positive he didn’t. 

Mr. Phillips: Well, can you give us any 
idea? You say you got the difference in the 
rate charged you by the insurance company 
and what you potently charged Hail & Cotton? 

Mr. Otto: I could not venture an opinion 
on it. There was a difference. It was due to 
the market fluctuation at that time. 

Mr. Phillips: Tsn’t it a fact that the rate 
that was charged you by the insurance com- 
Pany was 4 per cent and you sold it to Smith 
& Co. for 10 per cent? 

Mr. Otto: T believe that is right. There 
were various rates. It was not all 4 per cent. 

Mr. Phillips: Now, Mr. Otto, can you give 
us any idea of the amount of insurance that 
vou placed for Smith & Co. or account of W. 

Smith & Co.? 

Mr. Otto: I believe that transaction was 
about $15,000. It is a matter of opinion and 
belief. 

Mr. Phillips: Isn’t it a fact that the rate 
for that insurance was 4 per cent, charged by 
the company? 


0. 
Through whom did you place 


From whom did you obtain 


Mr. Otto: I believe so. And so, I will guarantee it for a specific rate: 
cue And you charged 10 per cent I hese guarantee the rate. You see. it is not 
or itr a brokerage transaction; it is actua y 

Mr. Otto: I did. and seapeticbes you have to stand | guarantee, 
Mr. Phillips: Now, is that a general prac- the company would say when you came to 
tice? them: “The rate is so and so. I will let you 
Mr. Carmody: Was that the only compensa- have a day’s option or half a day’s option on 
tion you got? the risk,” then you could work tangibly. But 
Mr. Otto: That was the only compensation I the companies say they won't obligate them- 
got. In other words, my rate of 10 per cent selves. In the interim they might get some- 
was less brokerage, so that my compensation one to take the insurance at a higher rate 
was the difference between the rate that I ac- And so, quite often the broker has got to take 
tually paid the company and the rate I charged a loss. The broker is not in business to take 
less 10 per cent commission. I didn’t receive losses, but there are losses, and the thing 


brokerage. This is a very unusual transaction; works both ways. 

it is not typical of all others. I had a letter Mr. Phillips: Well, the losses are very rare. 
of guarantee and a letter of acceptance in my aren’t they? As a general rule, if a broker 
office. quotes a rate and he feels that he guarantees 


Mr. Phillips: _ Well, in other words, your that rate, if he deals in any considerable 
brokerage commission on this transaction was amount of insurance he is going to fix the rate 
more than 100 per cent greater than the prem- high enough? 


ium rate charged by the company? Mr. Otto: He ought to. But who can fore 
Mr. Otto: That is the case in this particular tell what the rates to-morrow will be, what the 
transaction. rates this afternoon will be? In other words, 


Mr. Phillips: You would not call that a usu- if a person asks me to-day for a rate, I can 
al_ brokerage? not tell him;. the fluctuation is very great and 
_Mr. Otto: This is not a brokerage transac- the competition is keen, especially at the pres 
tion. ent time. 

Mr. Carmody: Tell the Commissioner how Mr. Phillips: We are going to attend to this 
this transaction came about. competition among brokers, 

Mr. Otto: Well, it is a long time ago. To Mr. Otto: Well, you have got to conside 
the best of mv knowledge, W. O. Smith’s repre- the competition. 
sentative called me up about Saturday morn Mr. Phillips: I mean the competition § in 
ing. He told me he had this shipment and dealing in the commodity of insurance That 
asked me to quote him a rate. I told him I ‘is not their business. It is all right for them 


didn’t know what the rate would be, owing to [0 place the insurance legitimately and get a 
the fact that it would be necessary for me to fair compensation I don’t expect that a 
go around to the companies. He was very broker is going to do that for nothing But 


anxious to get the matter closed; the boat was "0 reasonable man will say that a_ broker, 
sailing in a few days. I told him it would be for instance. should charge his client 5 per 
a physical impossibility unless I quoted at ran cent. for insurance which he 
dom. I said: “I think I can guarantee 10 per @t 114. Nor should he charge 10 per cent. when 
I knew I could get the insurance The he actually buys at 4 per cent 

only question was what rate I would have to r. Carmody: There are a lot of brokers in 
pay. I quoted ‘enough to guarantee me against the chain, 
a loss. Now, as I said, that is not typical. Mr. Phillips: Sometimes there is only one 
The transaction has sometimes worked against hain; sometimes there is only one link in the 


me. I have charged a lower rate than T actu- Chain. Well, now, is this the only transac 
ally paid. 


tion in connection with the Hail & Cotton mat- 

Mr. Carmody: Do the rates fluctuate from tet, or with William O. Smith 
hour to hour? Mr. Otto: No, sir. 

Mr. Otto: They do. Mr. Phillips: Do you recall now just how 

Mr. Carmody: So that, when you quote a much you placed for W. O. Smith & Co. i: 
rate at 10 o’clock Saturday morning, you are @ddition to the $15,000 which you 
not sure what it is going to be by noon? from Corroon & Company. 

Mr. Otto: That is right. Why, for South Mr. Otto: As I said, I cannot tell positively 
America, T have known rates to have heen Mr. Phillips: Was there the same variance 
about 1 per cent. or ™% per cent. and the rates between the rates? 
went up to 5 and 10 per cent. Mr. Otto: I know the rate that I guaranteed 

Mr. Phillips: What particular harm would Was 10 per cent. . 
there be in reporting to the client the rates Mr. Phillips: Can you furnish us the infor 
which the comnany charges you? mation by giving us the average? 

Mr. Otto: The question is that the client Mr. Otto: Well, I guess 4 per cent is the 


usually has someone else that will quote. Ar “VE! “a —_ : 
. Mr. Phillips: What was the total 


secured 


the present time. IT don’t believe any account ’ amount 
entrusts its confidence in any one broker. f of insurance that you placed 

they ask me for a rate and T quote a rate. Mr. Otto: J believe $40,000 I want you 
some other broker mav say later on “T could [9 Understand that this is not typical of all 
have done that better.” Then he thinks “here. ‘ttansactions. There are unusual circumstance 
after T will have quotations from other Comnected with it that are not connected with 
sources.” If T tell the assured “T think T can Others. _ , , . 

do it at a particular rate,” he says “it is not _ Mr. Carmody: You didn’t know that thi 
a question of thinking; it is a question of Smith & Co. were agents in the transaction 

You were dealing with them as principal 


knowing.” 
~ . , Mr. Otto: Yes. And the name on th rolic 
Mr. Carmody: Tsn’t it almost an unusual Mr. ¢ res. ame on the po 
| copes was W. ©. Smith & Co 


thing to have a shipper call up the broker and M Phill ‘ , . 
say “place this insurance for me at the best Mr. Phillips: But you charged them thi 
sate vou can eet”? rate? You charged them 10 per cent 
Mr. Otto: Yes. Not now; it is a long time Mr. Otto: I did; and they wer perfect 
dice task wen a. satisfied, with _the knowledge that the rate 
Mr. Phillips: Tsn’t that due to this practice WS oe yo higher In. other wor it wa 
which apparently prevails—that certain peonle wo ge a Ce ™ 1 Png cage , age oe ere 
obtain insurance vwntil the entire insurance Sept Gee - | be aa ae 
cover is gone and then speculate, wamble, sell O°. if disc ‘ioe t te — | that there was le 
it from one broker to another until it finally PM PI il es a 1] | 
reaches the shinner and he pays from 100 to eect o you recall trom whom yout 


; obtained the insurance that was not obtained 
200 ner cent. hieher than the amount charged {?** ; “on ‘ts rene 
— , R through Corroon & Co.? O. G. Orr & Co.? 


bv the company? 

Mr. Otto: Partially, not entirelv. Tt is also Mr. Otto: I believe IT placed some with Orr 
due to the fact that ........ T will vive you a with Orr also. But the name of the nsured 
tynical example. The assured calls vou un ee ,which the insurance wa ipplied for i 
and asks you for a quotation. You tell him mith & Co p 
your will get him a rate; you tell him that Mr. Phillips: Are you sure that 7 said to 
within a specified period vou will confer with Smith & Co, that this insurance w ich you 
him. You send ont your placer to the market placed for them and for which you charged 0 
The comnanies refuse to give you an option per cent.—that you had obtained it from the 
they refuse sometimes to give you a” option company at 4 per cent A 

Mr Otto: Naturally, not mtil fter the 


Suppose they do offer a short period ontion 
Tf vou have a laree amount. bv the time vou 
have options on the entire risk the ontien on 
the first part of it will have exnired. There- 
fore, your nlacer comes hack to von and cove 
the companies are auotine a certein rate. This 
may be high in vovr estimation—the comnanies 
always try to anote the hiehest rote thev can, 
anvway. Wher the olacer comes hack von 
talk to vour client. The client sovg: “That 
rate is high. Are von sure vor can da it?” 
T am not evre. hecovee T haven't jt heoond 
“Well” T will sav “T thiet Tere do it, Will 
vou give me a firm ¢ ? 

don’t care what von think. Can vou do it?” 


HUMBOLDT FIRE OF PA. 


CAPITAL FIRE OF N. H. 
PERCY B. DUTTON, Manager, ROCHESTER 





transaction. How could I tell them that I 
placed it at 4 per cent. until 1 actually did? 
Mr. Phillips: Well, when you sent him the 
bill for it At that time you knew what rate 
had been charged you, didn’t you? 

Mr. Otto: Yes, I did, 

Mr. Phillips: Did you tell him at that time 
of the actual rate that had been charged by 


the insurance company? 

_ Mr. Otto I did not at that time, but he 
knew at that time that the rate was not the 
rate that 1 actually paid. It was apparent 
right irom the transaction; the fact that I 


gave him 1 per cent. commission from the 
\ " 

rate that 1. charged would lead any insurance 

person to understand that if I am receiving a 


remuneration for my services there must be a 
lower rate. 

Mr. Phillips Did you subsequently pay 
mack some of this 

Mr. Otto: I did, 

Mr. Phillips: How much? 

Mr. Otto: The entire difference. Simply for 
reasons of expediency Because Hail & Cot 
ton represented to me at the time that he didn't 
know anything about the transaction and he 


1 


wanted an adjustment 

Mr. @armody: That is, the principals in the 
case 

Mr. Otto: Yes. He came to me, and in a 
very decent manner. And that was why I 
did it If he had shown any inftagonistic at 


titude, 1 would have taken a different attitude 
A thing that also swerved me was the fact 
that the variance was so great. 

Mr. Phillips: But, nevertheless, you knew 
ol that variance at the time you made the 
harge to Smith & Co,? 

Mr. Otto: I did. 


Mr. Carmody But you did not know that 
Smith was not the principal in the transac 
tion 

Mr. Otto: No. If I am dealing with a prin 
cipal and the principal says, with knowledge 
ot what he Says, that he is sat shed, it is tar 
irom me to make him dissatisfied. 

Mr. Phillips But, when you deal with an 
igent, you also know that he is acting for his 
principa ou place a great amount of in 

rance for people who, you know, are acting 
for some unknown principals 

Mr. Otto: But, as I have stated, I didn't 


now that I wasn’t dealing with the prin 
cipal, Hail & Cotton hadn't appeared in thg 
transaction, and therefore I was dealing di 


rectly ge Smith, not knowing that he was 
ting igent 
Mr Pp hillipe: Is this the only instance wit! 
which you are connected where there was such 
t large variance between the price charged by 
the insurance company and what you charged 


for 


it. 
Mr. Carmody: Now, I think we shouldn't go 





in to specific cases of his business object 
to that 
Mr. Phillips: It has been stated that, while 
ve ive succeeded by this inquiry in estalh 
li ng by competent proof the existence f 
practice, that it doesn’t generally exist, 
it th is only an isolated case: and it is 
for that purpose that | have continued th 
juiry r the purpose of den strating tha 
that practice is not confined to isolated cases, 
it it is quite general For that reasor l 
int ft know from this man whether or not 
ere ive been othe cases where the vari 
ce between the amount charged by tl com 
ind the amount which he collected from 
s lient were as great as in this instance 
I want to establish the existence of this prac 
ice ind I want to convince the public that 
practice exists to a greater extent than 
n one or two instances 
Mr. Carmody We want to give all the in 
f we can i order to help you, but 
“ ot want to go into his relations with 
’ lieats 
Phillips Well, we won't do that Are 
there other instances of transactions with 
lich you were connected where the difference 
between the amount which was charged hy the 
company and the amount that you charged 
r client is as great as the amount in this 
tance connected with W. O. Smith & Co 
Mr. Otto There may have been a few un 
ler unusual circumstances 
Mr. Phillips Circumstances usual or un 
isual? We will say under unusual circum 
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Broker’s View of Marine Cover Tangle 


(Continued from page 13) 


stances. Have there been other instances 
where the variance between the price charged 
your client is as great as in this instance in 
connection with Smith & Co,? 

Mr. Otto: I don’t know. 1 don’t think as 
great as that. 

Mr. Phillips: Well, nearly as great? 

Mr. Otto: I will say this: That I have in 
some instances, where the facts and circum- 
stances warranted it, charged a higher rate 


I will also qualify that 
statement with a statement that, under the 
same circumstances and same conditions, I 
have also taken a loss on transactions. 

Mr. Phillips: But the losses, | 
were not so great? 

Mr. Otto: The losses in 
quite substantial, but, as you 
son quoting is not quoting with the intent 
to stand the loss, and before I take a loss I 
am going to exert myself to see whether I 
can place it without a loss. 

Mr. Phillips: Have you known, in your ex 
perience, of the insurance being auctioned in 
certain places to the highest bidder? 

Mr. Otto: Well, would you care to be 
specific? 


than I actually paid. 


assume, 


some cases were 
realize, a per 


more 


Mr. Phillips: Where some person has bound 
insurance—provisional insurance—and then of- 
fered it for sale to the highest bidder, 

Mr. Otto: I understand that that has been 


done, yes 

Mr. Phillips: But you 
have known of that or not? 

Mr. Otto: Well, I know that I have bought 
insurance from other brokers—not very often, 
because I don’t care to do that, but there are 
a few times I have. ‘Now, how these brokers 
got the insurance I don’t know. They may 
have purchased it before as a speculation you 
might say, or they may have bound it after 
I had given them the order. dare say—I 
might say it is my belief that they bound the 
insurance with a _ possibility of procuring a 
market for it. 

Mr. Phillips: 


know whether you 


Ilave you ever gone into the 


market and made a bid for insurance obtained 
in that way and found that somebody else 
made a higher bid than you? 


Mr. Otto: No, have not. ‘ 
Mr. Phillips: Have you raised 
bid for insurance? 


Mr. Otto: No, no. 


somebody's 


It is not an auction. It 
is a fact due to various conditions. It is 
possible that a broker takes a line on certain 
steamers and then, because of getting in early 
and getting a good rate, he has the advantage 
getting in a later date, and 


over somebody 

then, if the broker of the later date tries to 
procure insurance, realizing that, while he can 
place the insurance himself directly, he may 
have to pay a higher rate, he finds it more ad 
vantageous to purchase it indirectly from the 
other broker. 

Mr. Phillips: Now, Mr. Otto, a large amount 
of this kind of insurance is placed with for 


eign companies, isn’t it 


Mr. Otto: There is some. In other words, 
the American market is not sufficient to  ac- 
cept all the insurance offered. That is a fact. 


facilities are not 
insurance pro 
so that 
obtained 


Mr. Phillips: That is, the 
sufficient to furnish the marine 
tection that is needed for this market, 
a large portion of that insurance is 
through non- admitted companies? 

Mr, Otto: By “non-admitted” 
London Lloyds? 

N 


you mean the 


fr. Phillips: Yes 

Mr. Otto. Yes. 

Mr. Phillips: And that constitutes a con 
siderable volume of the business, does it not? 

Mr. Otto: On special risks, where the com- 


quota on any 
being too old 


take its full 
because of its 


pany is afraid to 
particular vessel 
. 7 


Mr. Phillips: Can you give us approximately 
the amount of premiums paid to non-admitted 


companies during the past year? 
Mr. Otto: I could not venture an opinion 
on it. I would say it has been considerable. 
Mr. Phillips: It would amount into the mil- 


Mr. Otto: Oh, absolutely no question about 


that You see, Mr, Phillips, we_ are con- 
fronted with a peculiar situation. I will ex- 
plain that thing. There are certain boats, you 


They are 
are getting coast- 
transatlantic 


very bad. 
Lakes, they 


know, that are 
them in from the 
boats, putting them into the 


wise 
service, American companies are skeptical of 
them. Now. probably, in some cases, they 


won't take only one per cent. of the insurance. 
That portion is taken at what we call a fancy 
rate—at a rate commensurate with the risk. 
Now, if, of a million dollars of insurance on 
a particular risk, the American companies are 
only able to write $100,000 that is where the 
trouble comes. If the goods are to be shipped 
somebody must take the insurance; it must be 
placed in some other market—London, Toronto, 
Montreal, or somewhere else. Now, when you 
place it in a foreign market, there are other 
conditions. The broker must pay his premiums 
on the binding of the risk. If there is a 
short closing—in other words, if a broker binds 
up some insurance, say in France or Italy, for, 
say, a hundred thousand dollars, and the clos- 
ing is only $10,000, he must pay the full pre- 
mium on the $100,000. They will allow an in- 
crease but not a decrease. If a client tells 
a broker “I expect to have a hundred thou- 
sand on a steamer,” and if the client has 
only $10,000, then the broker must arrange to 


cancel it and you are up against a difficult 
proposition. You are dealing with different 
conditions; you are dealing with a foreign 


language. And all these conditions must be 
considered when you are trying to write at 
a reasonable rate for a brokerage charge. It 
is not like fire insurance by any means. The 
broker must first determine the rate, and in 
determining a rate he is up against the hard- 
est proposition to-day. After he gets his rate, 
he must see that the assured accepts it and 


t 


e 


i 


hen that he gets his money from the assured. 
Mr. Phillips: Well, these same conditions 
xist, to a certain extent, in reference to fire 
nsurance, 

Mr. Otto: The rate is fixed there. 

Mr. Phillips: Yes, but so far as collecting 
rom his client is concerned. 


Mr. Otto: \No. In fire insurance, it is an 
xact brokerage transaction. The principal 
must pay the insurance company. In other 


words, the 
ment of the 


broker is not liable for the pay- 
unless he does so of 
insurance is a dif- 


premium 
Marine 


his own volition, 

ferent proposition. He must often advance 
the premium and then take a chance of getting 
it. 

Mr. Phillips: Well, he can afford to ad- 
vance it when he gets 100 per cent. profit. 

Mr. Otto: In particular cases. But those 
cases are not so frequent as to make it a 
general proposition. 

Mr. Drake: Wadn’t you dealt with W. O. 
Smith & Co. before this transaction. 

Mr. Otto: I had. 

Mr. Drake: And you knew what kind of 
business they were in? 

Mr. Otto: | don’t know to-day. I know 
they represent themselves to be freight for- 
warders. That is as far as I know. 

Mr. Drake: I mean, to the extent of know- 
ing that they always act as agents and never 


8 principals? 


Mr. Otto: No, I don’t know that. Freight 


forwarders also act as principals. 


Mr. Drake: Now, the provisional insurance 


which was obtained, you saw it, didn’t you? 
The provisional binders? 

Otto: No, I didn’t. I don’t believe I 
dic 

Nir. Drake: You don’t know whether this 


p 
p 


v 
h 


o 
8 


rovisional insurance was dated 
lication or before? 

Mr. Otto: No. I am pretty sure—— 

Mr. Drake: You don’t think it was pro- 
isional insurance which they already had on 
and? 

Mr. Otto: No, because some companies put 
n their certificates the date on which the in- 
urance is bound. If my recollection is right, 


after the ap- 


that was the date. 

Mr. Drake: And those closing certificates 
were all issued in the name of W. O. Smith 
& Co.? 

Mr. Otto: Yes. 

Mr. Drake: You spoke of the difficulty in 
cancelling insurance abroad. What about it 
here? 


b 
a 
n 


shipped 
with that 
the company will 


le 


Mr. Otto: It depends. If the insurance is 
ona fide—as, I believe, I am not a party to 
ny other—and the shipper has an actual ship- 
1ent and the goods are prevented from being 
through some uncontrollable reasons, 
information I am pretty sure that 
cancel the insurance. Un- 
ss “warranted no cancellation.” And even 
. 


in that case 


a 


t 


Mr. Drake: Will they refund you the full 
mount? 

Mr. Otto: Yes, they will. 

Practically all the business done by 
he Maryland Casualty in the Canal 


Zone is accident and health. 














“*The Leading Fire Insurance Company in America’ 














ARTNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 


of Aetna Insurance Co. 





Application For Agencies Invited 








SUBURBAN TERRITORY 


Movement Under Way to Limit It— 
Too Great Freedom Given 
Some Agents 

A memorandum showing the neces- 
sity of limiting the territory in which 
suburban local agents may write has 
been sent to companies by Henry E. 
Hess, manager of the Suburban Fire 
Insurance Exchange. A few local 
agents on Staten Island are being per- 
mitted by some of their companies to 
write risks located anywhere in sub- 
urban territory, and thereby these 
agents are given as great freedom in 
writing as if they were general agents 
or Manhattan suburban head agents, 
without incurring the expense required 
te maintain a department office or a 
lccal city office. Moreover, while these 
Staten Island agents are being allowed 
to extend their writings to any part of 
suburban Long Island, the Long Island 








WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


Fire, Marine, Explosion 

and Tornado Insurance 

UNITED STATES BRANCH 
January 1, 1918 


DOME. -cssscspepeksenoeesiawared $4,194,579.34 
Surplus in United States...... 1,667,691.69 
Total Losses Paid in United 

States from 1874 to 1917, 

SIND. crcciabttecissbeaanal 43,294,154.63 


W. B. MEIKLE, President 











general agents and Brooklyn subur- 
ban head agents are restricted to the 
writing of risks located on that island, 
and are not permitted to write any- 
where else in suburban territory; and 
the Long Island local agents, while not 
specifically restricted to that field, do 
not as a matter of fact write in any 
other. 

The old county board plan may be 
resurrected and other changes made 
to meet the situation. 

















London 


Sire Insurance Co. Ltd. 


| OF LIVERPOOL, ENGLAND. 


Lancashire 
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‘“‘STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 
(LTD., OF LONDON) 


Organized 1836 
Entered United States 1876 


Losses Paid - - - $105,000,000 
Losses Paid in U.S. - $38,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 





JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 





Firemen’s Insurance Co., Newark, N. J. 


January 1, 1917 
Cash Capital .....................$1,250,000.00 
BUR ED i o.soncernenseds 0-40.00 0 gees 
SURPLUS TO POLICYHOLDERS. . .$3,699,322.25 


DANIEL H. DUNHAM, President 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 

















FRED. 8. JAMES 


FRED S. JAMES & CO. 


United States Managers 





GEO. W. BLOSSOM 


123 WILLIAM STREET 


GENERAL FIRE ASSURANCE Co. 


of Paris, France 


URBAINE FIRE INSURANCE CO. 


of Paris, France 


EAGLE & BRITISH DOMINIONS 
of London, England 


UNDERWRITING SERVICE THROUGHOUT THE UNITED STATES \| 


NEW YORK 


INS. CO. Ltd. 








WM. A. BLODGETT 


Cc. B. G. GAILLARD 
Assistant Manager 
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Say Broker’s Employes 
Are Dummy Agents 





NEW JERSEY AGENTS AROUSED 


Say New Yorkers, Working on Salary, 
Act as Bona Fide Local 
Representatives 





The bona fide agent situation is un- 
der discussion again in New Jersey. In 
the past few weeks there seems to 
have been an epidemic of agency ap- 
pointments which are objectionable to 
the local agents in the vicinity of New 
York and Newark. These agents say 
that many of the companies are ap- 
pointing brokers, and employes of brok- 
ers, as agents with writing power 
throughout the State in some instances. 
Also, it is stated that few of these 
brokers or their employes are main- 
taining bona fide offices in New Jersey 
as provided by the law of that State. 

Agents assert that an employe of one 
brokerage office represents no less 
than twenty-five insurance companies; 
that he is working on a salary basis 
only, and that the entire commission 
on the business written by him goes 
to his employers. They further say 
tbat policies are written by this and 
other brokerage offices in New York 
City with no pretense of their having 
been countersigned in New Jersey. 

According to the New Jersey agents, 
the New York City brokers are bring- 
ing powerful influences to bear upon 
the companies to make such agency 
appointments to permit them to collect 
excess commissions. Several compan- 
ics and brokerage offices are specifi- 
cally mentioned in their complaints. 

In the meantime, the Insurance Com- 
missioner at a banquet on Thursday 
night in Newark told insurance agents 
to get busy and try and have a resident 
agent’s law passed. 





F. HARDING LOCK ADVANCED 





Irn Charge of Both Automobile and 
Brokerage Departments for Atlas 
Assurance 
F. Harding Lock now has charge of 
the automobile and brokerage depart- 
went of the Atlas at the United States 
head office, 100 William Street, New 
York. Mr. Lock has been connected 
with the automobile department ever 
since it was opened under iH. H. Ray. 
Mr. Ray ‘will continue in charge of the 
special risk department, which he took 
charge of in 1908. When the automo- 
hile department was opened in 1915 
he managed it, the understanding be- 
ing that in time the duties of that 
branch would be shifted to another 

man. 








CENTRAL NATIONAL HERE 


Schaefer & Shevlin Appointed Metro- 
politan Managers Including 
Suburban and Pennsylvania 





Schaefer & Shevlin this week were 
appointed general agents of the Central 
National Fire Insurance Co., of Des 
Moines, Iowa. Their territory includes 
the metropolitan district, together with 
suburban and the entire State of Penn- 
Sylvania. Schaefer & Shevlin now rep- 
resent, in addition to the Central 
National, the Dubuque Fire & Marine, 
and several companies for automobile 
business. 

The Central National has assets of 
$883,735 and a net surplus of $352,347. 
Its capital is $500,000. The Company 
Wat organized in 1916. 
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American companies are second to none in strength, management, service 


and reliability. The 


FIDELITY-PHENIX FIRE 


INSURANCE COMPANY OF NEW YORK 
A STRONG, 


AMERICAN 
Cash Capital 


‘2. ¢ S.6. 82 @ 2.444% 


Home Office: 


80 MAIDEN LANE 
NEW YORK 


What is Worth Owning 


And in these days of War with all its 
possibilities for loss, property is more 
worth owning than ever. 
make repairs and replacements more 
costly in case of fire. 


Adequate Insurance is a necessity today. 


ais AES al aie $2,500,000.00 
HENRY EVANS, President 


is Worth Insuring 


War prices 


RELIABLE 
COMPANY 


Managing Branch Offices: 
CHICAGO, MONTREAL 
SAN FRANCISCO 

















FOREIGN APPOINTMENTS 


K. K. Peters, secretary at the Mel- 
beurne office of the Northern Assur- 
ance, has been appointed manager for 
Australia and New Zealand. He com- 
menced his career with the Northern 
at the London office in 1896. 

Arthur Powell, chief clerk of the 
Melbourne office of the ‘Northern As- 
surance, has been appointed secretary 
of the company at Victoria. 

Percy R. Agnew has been appointed 
manager end underwriter for the Ster- 
ling Fire in Liverpool, Eng. 

WwW. C. Creasor has been appointed 
head secretary of the British Crown. 


GIVE TO K. OF C. FUND 
Johnson & Higgins have subscribed 
$3,000 to the Knights of Columbus 
Camp and Overseas Service; Willcox, 
Peck & Hughes have subscribed $2,- 
500; Equitable Life employes, through 
George T. Wilson, $2,397. 


GERARD MENTIONS HOEY 
In his new book, “Face to Face with 
the Kaiser,” Former Ambassador Ger 
ard mentions the name of James J. 


Hoey, second vice-president of the Con- 


tinental, as one of the distinguished 
New Yorkers who met him when he re 
turned from Germany. 





MANAGERS 


Merchant Marine House 





AMERICAN MERCHANT MARINE 


INSURANCE COMPANY 
AT 


THE CENTRE OF MARINE INSURANCE 
IN THE UNITED STATES 





WADE ROBINSON & CO. wc. 


South William and Beaver Streets 








New York City 





Detroit Automobile 
Agents’ Organization 
G. M. CARTER MADE PRESIDENT 


Conditions There Have Been in Need 
of Correction—Co-Operates With 
Automobile Club 


The officers of the new Detroit Au- 
tomobile Fire and Theft Underwriters’ 
Association are President, G. M. Car- 
ter, Detroit Insurance Agency; Secre- 
tary, Allison Crandall, Glass, Cook & 
Atkinson. Practically all the leading 
agents have joined. 

In commenting upon the association 
the “Indicator” of Detroit says: 

“Automobile underwriting conditions 
in Detroit have been bad, as we have 
before noted in the columns of ‘The 
Indicator,’ especially as regards theft 
insurance, and the question of im- 
proving them has been under consid- 
eration for some time. Recently let- 
ters were received from company man- 
avers at Chicago, stating that a ‘gen- 
tlemen’s agreement’ had been entered 
into among the managers to write no 
theft insurance on autos which are not 
equipped with approved locks and ask- 
ing for similar action in Detroit. As 
the outcome of this a meeting of agents 
was held on the 5th inst., and the De- 
tvoit Automobile Fire and Theft Un 
cerwriters’ Association was organized, 
having for its object the adoption of 
measures which would secure uniform- 
ity in this respect as well as in other 
matters. At the second meeting held 
on the 12th, B. L. Richards, of the 
Automobile Protective and Informa- 
tion Bureau of Chicago, was present, 
and a conference was held with him 
regarding the situation. As the result 
of this conference a resolution was 
passed that it was the sense of the 
Detroit agents that they co-operate 
with Chicago managers in any propo- 
sition that promised relief to the theft 
situation in Detroit, but that any ac- 
tion by these managers must be unan- 
imous. Another resolution was passed 
urging co-operation in obtaining drastic 
legislation at the next session of the 
legislature which would make auto 
thefts the subject of more severe 
runishment. It is quite probable that 
the association will co-operate with the 
Detroit Automobile Club also in this 
matter.” 


WRITES AN ULTIMATUM 
Fire Company Hinges Its Continuance 
In Auto Conference on Caledonian 
and Sun Membership 


The Eastern Automobile Underwrit 
ers’ Conference last week received 
from one of the New York City fire 


companies a letter stating that if the 
Caledonian Insurance Co. and the Sun 
lire Office were not members of the 
Conference within thirty days, its res- 
ignation was to be effective from that 
cate and that the letter was to be 
taken as notification of such resigna- 
tion. The Wastern Underwriter is 
also advised that several other com- 
panies either have sent or contemplate 
sending similar letters to the Con- 
ference. 


BRITISH AMERICA 


ASSURANCE CO. 
Incorporated 1833 
(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 
United States Branch 
January 1, 1918 





Dasets. sccevess seh dataiesnseniede teh ari $2,192,173.14 
Surplus in United States 72,927.35 
Total losses pa d in United 
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London Arbitrage in Marine Insurance 


Lower Rates Prevailing Here 
New York U Inderwriters al 
Disadvantage 

Prior to the outbreak 
tuere was considerable arbitrage busi 
ness conducted between the New York 
Stock Exchange and quotations prevail 
ing in London on American securities. 
The Board of Governors, in view of the 
financial condition of the World, de 
cided that it would be advisable to dis 
continue this class of business and so 
advised jts members, and therefore that 
cluss of business was no longer con 
ducted. But recently there seems to 
have sprung up a considerable amount 
of arbitrage business, which is purely 
London business in the American 
market. 

The English gentlemen who follow 
the marine insurance business are a 
very able and clever body of men and 
ii does not take them very long to find 
out if there are any cheap markets for 
marine insurance prevailing in any part 
of the World; and they have found 
that on account of the facilities in the 
American market they can place at 
times considerable business at rates 
under the prevailing rates in London. 

Secure Advance Information 

This has clearly been demonstrated 
in quite a number of instances. It is 
quite evident that the English under 
wriling fraternity get advanced inior 
mation as to heavy losses either by 
raiders or submarines prior to the time 
that the information is made public. 
Kefore it was generally known that 
submarines were actively engaged in 
sinking a great number of vessels in 
the Mediterranean, New York under- 
writers were charging comparatively 
low rates compared to the rates ob 
tained by English underwriters, and 


Emergency Fleet’s 
Insurance Department 


HOW iT is CONDUCTED 
Cuntract Price on Vessels Reduced. by 
What Insurance Would 
Have Cost 





issue of the “Kmer- 
gency Fleet News,” published by the 
United States Government, the follow 
ing statement is printed about the in- 
surance department of the Mmergency 
Fleet Corporation: 

The insurance 


In the current 


department of the 
Emergency Fleet Corporation, which 
was organized in December, 1917, was 
established to centralize all the insur- 
ance affairs of the corporation as a 
urit in the auditing division. The 
duties of this department embrace the 
administration of all matters pertaining 
to insurance in connection with prop- 
erties in which the corporation is in- 
terested, aS well as the operation of a 
scheme of self-insurance in connection 
with vessels being built throughout the 
country. 

This plan of self-insurance, commonty 
referred to as fund insurance, also con- 
templates the assumption of insurance 
risks on plants and other construction 
and extension work undertaken by the 
corporation as owners, including the 
manufacture and transportation of ma- 
terials where such interests are solely 
at the corporation’s risk. 

The principle of self-insurance, as if 
applies to properties and vessels owned 
or under construction for the Emer 
gency Fleet Corporation, was deter- 
mined upon by officials of the corpo- 
ration after exhaustive study. It has 
always been the practice, in connection 


Place 


of the war 


of re-insurances were 
sent to this market from London and 
sume heavy losses were paid. During 
the period that the last German raiders 
were operating in the Indian, Pacific 
and South Atlantic Oceans, war rates 
in the London market ranged, from 
Calcutta to Frisco, at about 2 per cent.; 
Calcutta to the States via Cape of Good 
Hope, at about 5 per cent. Large 
amounts were freely placed in the New 
Yerk market as low as \% per cent. 
and some instances 15c. from Calcutta 
to Frisco and from 14% to 24% per cent. 
from Calcutta to New York. In fact 
considerable business was sent from 
London on Spanish steamers from Cal- 


quite a number 


cutta to Spain, which were placed in 
this market at materially lower rates 
than those prevailing in the London 


market. 
“Igotz Mendi” Case 

It was quite evident that London un- 
derwriters must have known that the 
sieamer “Igotz Mendi” was overdue and 
missing. There is considerable  busi- 
ness now being sent over from the 
London market on English hulls at 
lower than the prevailing London mar- 
ket rate, as well as considerable busi- 
ness which is being sent over at the 
London rate On account of excessive 
I:nes. Recently there was a cargo risk 
which was sent over from London cov- 
ering from Java to the Mediterranean, 
which was offered at a rate of % per 
cent. in this market and some London 
underwriters quoted rates ranging from 
2 to 5 per cent. according to the sailing. 
These facts clearly demonstrate that 
seme English underwriters must be 
taking advantage of the difference in 
rates obtainable in London and those 
obtainable in New York. 

OBSERVER. 
With vessels in course of construction, 
for an owner to require the shipbuilder 
to furnish insurance of the broadest 
rature to protect the owner for cash 
advances or other investments made 
during the process of building. This 
method of self-insurance constitutes a 
new departure in protection of ship- 
building risks. 
Taken From Purchase Price 


In view of the fact that builders are 
relieved of the necessity of placing 
insurance, the risks of building being 
assumed by the insurance fund, a de- 
duction is to be made trom the con- 
tract purchase price paid for each ves- 
sel equivalent to the sum that would 
otherwise have been paid for the cus- 
tumary insurance protection. The sums 
so deducted are to be held in reserve 
to cover any losses which might occur. 








EASTERN MARINE UNDERWRITERS, Inc. 


GEORGE A. EVALENKO, President 
C. RUSSELL EBERT, Secretary 


MANAGERS 
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MARINE DEPARTMENT 
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EQUITABLE UNDERWRITERS 
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FOR WHICH WE ARE NOW PREPARED TO BIND ALL 
LINES OF MARINE AND WAR, ON CARGO AND HULL 
INSURANCE AT OUR TEMPORARY OFFICE 


50 Broad Street, New York City—Suite 620 


TELEPHONE 263-24 BROAD 








The protection afforded by the in- 
surance fund on vessels in course of 
construction extends to the same risks 
that are covered by the form of insur- 
ance invariably carried by shipbuilders. 
This form of insurance or policy is 
known as “Institute Builders Risk 
Ciauses,” and provides security against 
losses of the most liberal character. 
The risks covered in plant properties 
and on materials include loss or dam- 
age caused by fire and lightning and 
also the customary risks of transpor- 
tution where a movement of materials 
is made. Marine floating equipment 
owned by the Emergency Fleet Corpo- 
ration also is subject to the arrange- 
ment of self-insurance against loss 
caused by the perils of the sea. Proper 
reserve will be made for all risks un- 
dertaken. 

To Prevent Accidents 

Supervision of accident prevention 
work has been placed under the insur- 
ance department, and every effort will 
be made to assist and co-operate with 
the shipbuilding companies in their 
campaign against personal injury. 
Safety standards for construction work 
and machine guarding are being pre- 
pared and expert advice will be given 
the plants on up-to-date methods of 
safety organization and educational 
methods to teach the employe his most 
irsportant part in this work. There has 
never been a time in the history of 
the shipbuilding industry when the 
econservation of man power, through 
the prevention of accident, is of such 
vital importance as it is to-day, and it 
is hoped that all the companies will 
give their earnest co-operation and ex- 
ert every effort in reducing injury to 
its workers to a minimum. 

Managed by G. A. Hays 

The insurance department is under 
the management of Gilbert A. Hays, 
assisted by H. L. Kress, both men of 
broad experience in insurance matters. 
H. A. Schultz, Chief Safety Engineer, 
is in charge of the safety work. 


——__. —_—__—- 














56 Beaver Street - 


MANAGERS MARINE DEPARTMENT 


American Insurance Co., of Newark, N. J. 
Firemen’s Insurance Co., of Newark, N. J. 

Glens Falls Insurance Co., of Glens Falls, N. Y. 
Hanover Fire Insurance Co., of New York, N. Y. 


MARINE AGENTS 
Globe & Rutgers Fire Insurance Co., of New York, N. Y. 


MARINE AND WAR RISK INSURANCE 


Losses made payable in all parts of the World 


Ag 


- New York 








CABLE ADDRESS: MACOMB, N. Y. 
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TELEPHONE BROAD 631 








TWO NEW COMPANIES 





La Polaire Organized in France—Al- 
bion Steamship Freight Or- 
ganized in England. 





Two new insurance companies are 
reported from abroad. 

In Paris La Polaire hag been or- 
ganized with $600,000 capital; M. Elie 
Reumaux, president. It will transact 
ali kinds of insurance, with exception 
of life. 

The Albion Steamship Freight Insur- 
ance Association has been organized, 
with W. E. Parker, Newcastle-on-Tyne, 
as siainniaiatd 


” Non-Admitted Companies 
(Continued from page 1) 
control it with the idea of benefiting 
trifling ailments would aggravate the 
patient’s condition and result in as- 

phyxiation. 

“If, less non-admitted and more ad- 
mitted cover is desired, the multifari- 
ous insurance department regulations 
cf the various States should be made 
uniform, their exacting requirements 
reduced to a broad, liberal, business- 
like basis, taxes made moderate, and 
the transaction of marine insurance 
under State supervision facilitated 
rather than hampered. The unearned 
premium reserve requirements should 
be modified and credit given to an 
admitted company for non-admitted re- 
insurance. If an admitted company do- 
ing only a re-insurance business were 
allowed to maintain lesser reserves 
than a direct-writing company is re- 
quired to maintain, it would have a 
tendency to encourage the smaller 
American companies (which would have 
a poor chance at direct business) to 
get in under the cover of the larger, 
better established companies, and there- 
by assist in keeping more premiums 
here. 

“With these things done and an atti- 
tude of sympathy and encouragement 
on the part of the authorities, rather 
than of suspicion, distrust and petty 
restrictions, the non-admitted compa- 
nies would be likely to seek admission. 
I realize that all of the foregoing is 
Utopian.” 
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INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
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PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 
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CASUALTY AND SURETY NEWS 





= 


Obtaining Data 
On Shipbuilding 


HEALTH AND ACCIDENT MANUAL 








Physician and Surgeon Rates too Low 
—Merchant and Clerk Retail 
Schedule 





Reports are being received daily by 
the manual committee of the Health 
& Accident Underwriters’ Conference, 
from companies and agents located in 
al) parts of the country of their in- 
vestigations of various industries. The 
shipbuilding industry is being investi- 
gated in San Francisco, Seattle, De- 
troit and Philadelphia and the com- 
mittee has also received some special 
cata from the American International 
Shipbuilding Corporation, giving the 
proper trade names of the occupations 
in the industry. By having these in- 
vestigations made in different local- 
iffes, the committee hopes to ‘work out 
a standard list of occupations and 
classifications therefor, which may be 
used in any shipyard in the country. 

Physicians and Surgeons— 

As regards “physicians and surgeons” 
the committee has requested about ten 
of the leading commercial companies, 
in addition to a number of industrial 
companies, to prepare a new schedule 
giving their recommendations for 
classifications therefor, according to 
their individual claim experience. These 
reports when received should be very 
valuable, as it is generally conceded 
that physicians and surgeons have been 
too favorably classified for some time. 

One of the important changes made 
by the manual committee is a tenta- 
tive adoption of the “Merchant or 
Clerk (retail)” schedule, on the theory 
that a clerk in a store is entitled to 
the same rating as the proprietor do- 
ing exactly the same duties, thus elim- 
inating the present “Clerks” schedule. 
In connection with this new plan the 
question has been raised by a prom- 
inent underwriter, as to whether or 
rot the committee should differentiate 
hetween dealers and merchants. His 
icea is that the descriptive duties for 
lierchants and dealers are not the 
same: for instance, he points out that 
cne who deals in monuments, steel, 
building material or agricultural im- 
Plements is not a merchant, but a deal- 
er. His plan is to have two headings, 
“Merchant and Clerk” (see also Dealers 
and Clerks) and “Dealers and Clerks” 
(zee also Merchant and Clerk). 

Ready January, 1919 

From present indications the manual 
committee does not expect to have the 
manual completed and ready for press 
hefore January 1 next, and companies 
reeding manuals before that date 
should write to Frank C. Crittenden, 
29 South La Salle Street, Chicago, who 
has a supply of the present conference 
manuals on hand. 

Chairman R. Perry Shorts also says 
that the committee’s work for the 
next few months will be preparing new 
schedules on the various reports now 
being received, and tabulating statistics 
which many of the companies have 
been compiling for the past four or five 
inonths, showing their claim ratios by 
¢ccupations on forms prepared and sent 
to all companies by the Conference 
Manual committee last September. 





DINNER TO MAUTNER 
His associates in the metropolitan 
Cfice of the General Accident are 
planning to tender a farewell dinner 
to Manager Jos. L. Mautner, who is 


shortly to go to the United States head 
Cflice of the Company in Philadelphia. 
The dinner will probably be given early 
in April. 








Made to Cover 
Street Hazards 


CONNECTICUT GENERAL POLICY 


Loss of Life or Limb May Occur Twelve 
Months After Acci- 
dent 


The new triple full cover accident 
policy being issued by the Connecticut 
Ceneral Life provides a 200 per cent. 
increase in indemnity for the sfreet 


hazard. The policy gives $5,000 for 
less of life, limbs or sight occurring 
in any place or manner, as provided 


in the contract, and instead of doubl- 
ing, as is customary, it triples to $135,- 
400, if the loss occurs on public pas- 
senger conveyances on land or water, 
or in elevators, burning or collapsing 
buildings, or by being struck by an 
automobile, taxi-cab, motor truck, steam 
or electric train, street car, motorcycle, 


bicycle, jitney, horse-drawn wagon, 
truck or carriage, or any other type of 
vehicle, irrespective of motive power 


while walking on or crossing any pub 
lic street, public highway or public 
road anywhere, 

Being Struck by Vehicles 

The weekly indemnity is $25 for or- 
dinary accidents, tripling to $75, if the 
injury is sustained on public passenger 
conveyances, or in elevators, burning 
or collapsing buildings, or by being 
struck by vehicles, as outlined in the 
preceding paragraph. 

Loss of life, jimbs or sight may oc- 
cur within twelve months after the 
accident, whether disabled in the mean- 
time or not, instead of being restricted 
t» ninety days as is sometimes the 
rule. 

The weekly indemnity for disable- 
ment is payable during its continuance, 
and is not limited to any specified 
number of weeks. 

The price is $30 annually for select 
and preferred risks, $36.25 for extra 
preferred risks, and $51.25 for ordinary 
risks. Larger or smaller amounts may 
be obtained at proportionate cost. 





E. B. ANDERSON SECRETARY 


New Officer for Burglary Association 
Who Is Given Increased 
Authority 





Sdward B. Anderson has been chosen 
secretary of the Burglary Insurance 
Underwriters’ Association, succeeding 
Samuel B. Brewster. Mr. Anderson 
has been superintendent of the bur- 
glary and plate glass departments of 
the Royal Indemnity for seven years. 
The entire confidence with which the 
association regards him is emphasized 
by the adoption of plans to materially 
cxtend the powers of the secretary, so 
that in future much of the construc- 
tive work which has heretofore been 
handled by committees will now be 
cared for by Mr. Anderson. 





rates. 


Policy. 





General Building 














Residence theft insurance at one-third the former 
This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


Warehouse Bond 
Rates Advanced 


AFFECTS SEVERAL STATES 


Censiderable Increase Found Necessary 
to Obtain Proper Premium on 
This Class 

Rates have been advanced on public 
warehouse and grain elevator bonds as 
follows: 


United States Warehouse Act: 

Cotton warehouses bonded under 
regulations of Federal Government, 
Deartment of Agriculture, $10. 

Public ‘warehouses bonded to the 
State, State Railroad and Ware- 
house Commission, or to counties, 
county courts, county officers or 
other public authorities (unless 
otherwise specifically rated), $10. 
Louisiana: 

Warehousemen bonded to the 
State, county, city court, $10. 

Earned premium for any term, 
$25. 
Minnesota: 

Grain elevators and cold storage 
warehouses, $1. 

Licensed warehouses other than 
grain or cold storage, $2. 


Montana: 

Public warehousemen and grain 
elevators, $5. 
Nebraska: 

Public warehouses grain or 


otherwise, minimum, $10 eacti. 
North and ‘South Dakota: 

Statutory warehouse bonds and 
grain elevators: for applicants hav- 
ing head office in North or South 
Dakota, $4. 

Two year term in advance $7 per 
thousand. 

For applicants having head office 
elsewhere than in North or South 
Dakaqta and operating a chain of 
elevators in two or more States, $1. 

Warehouses other than grain or 
seed, $4. 

Minimum premium and minimum 
earned premium for any term, $5. 


George G. Wetzel Hurt 
George G. Wetzel, of (New York, lia- 
bility manager for the Massachusetts 
Bonding, met with an accident in front 
of 40 John Street which fractured his 


vose. About noon one day this week 
he was thrown violently to the side- 
walk by tripping over a cellar door 


which was suddenly opened from below 
immediately in front of him. 
- * . 


Plate Glass Rates Up 

With the expectation that plate glass 
prices will go to a dollar a square foot 
and doubt as to the ability to make 
replacements owing to the curtailment 
in product, insurance rates have been 
edvanced in Massachusetts to Manual 
t!us 33 1-3 per cent., in Minnesota to 
Manual plus 50 per cent. and in Wash- 
ington to Manual flat. 


Sixty per cent. of the 1917 output 
of passenger cars went to farmers. 
There are now 65,000,000 cars of all 
kinds registered in the United States. 


Something New 





PHILADELPHIA | 








Byron Conklin Heads 
Jersey Association 
TO SEEK QUALIFICATIONS LAW 


Casualty and Surety Men Hold Largely 
Attended Meeting in 
Newark 

That grand old name “Bill” had its 
inning at the third annual meeting and 
dinner of the Casualty & Surety Under- 
writers’ Association of Northern New 
Jersey. The election of officers result- 
ed in the choosing of “Bill” Berry 
vice-president, “Bill” Mulvey secretary, 
“Bill” Heard treasurer. Then the sup 
ply of “Bills” giving out, Byron Conk- 
lin ‘was taken for president. 

‘Mr. Conklin is associated with O’Gor 
nan & Young, general agents for the 
Hiartford Accident & Indemnity in 
Newark. He and his agency are among 
the leaders. His specialty has been 
vasualty imsurance for the past six or 
seven years, but he knows the fire end 
also. Byron Conklin is an “every 
body’s friend” man; a valiant worker 
for the good of the business and has 
always been a wheel horse in the as 
eociation. 


Mulvey for Secretary 


Secretary Mulvey was with the F., 
& ©. for “years and years” before he 
was made manager in New York for 
the Maryland. ‘Now he is President 
John T. Stone's chief aid in Northern 
New Jersey. He has the experience 
to make a good secretary. 

In William P. Berry, of John J. Ber 
ry & Brother, Inc., of the Royal In- 
demnity, the association has another 
strong executive who will impart some 
of the energy and good judgment he 
Cisplays in his business to his office 
ac vice-president. The same is true of 
William N. Heard, of Newark, mana 
ger for the Aetna, who has built up 
cne of the most successful agencies 
there and who has worked for the as 
sociation tooth and nail ever since its 
inception. The Heard office is looked 
for to enter the $1,000,000 class before a 
great while. 


Insurance a Profession 


At the dinner, which was held at the 
Robert Treat, Harry C. Mitchell, vice 
president and general manager o/ the 
Commerc:al Casualty talked “get to 
ether” and unity of purpose with con 
structive effort, in other words, co-op 
eration. He also made a strong plea 
for patriotism, 'iberty bonds, ete. 

Commissioner of Insurance and Bank 
ing, Frank Smith showed his interest 
in the business, saying that it should 
be recognized as a profession rather 
than an ordinary business. The com 
petent element in the insurance busi 
ness should be regarded as an aggre- 
zation of specialists, he said. The 
commissioner is much in favor of an 
agent’s qualifications law, but, he re 
minded his audience, the agents will 
have to work for it and work hard. 
lie invited the casualty men to come 
io Trenton at the next session with 
a bill which would result in an ef 
fective broker’s qualifications law. 

The speaking was interrupted while 


« telegram was read from Edson S. 
[ott, somewhere below Mason and 


Dixon's Line. He had hoped to be at 
the feast, he said, but was too busy 
trying to collect agents’ balances now 
fully five days overdue. 


Governor Drops in 


A. Duncan Reid, secretary and gen- 
eval manager of the Globe Indemnity, 
wko is leading the new spring drive 
for the Third Liberty Loan among in 
surance men in New York, gave that 
work a boost, besides praising the co- 
operative spirit shown in the New Jer 
sey organization. He also made a 


(Continued on page 19) 
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With the Actuaries 

S. Bruce Black has been elected 
treasurer of the Liberty Mutual Insur- 
ence Co. 

Arthur H. Craig, formerly of the 
Automobile conference, is in the serv- 
ice. 

James H. Planigan is the actuary of 
the Bankers Life Co. 

Herbert Hess is in the service. 

Frank R. Mullaney has been ap- 
pointed actuary of the American Mu- 
tual Liability Insurance Company. 

* s . 


Buying Used Cars 


Used cars can now be sold at high 
prices because they cost less than new 
ones and it is no longer a disgrace to 
economize. With prices of new cars 
advancing as much as $500 in one jump 
the used car becomes a boon to the 
dealer instead of a nuisance as was 
formerly the case. It is told of one 
man that he tried to insure a used car 
and found he could get only $600 in- 
surance. Jt developed that another 
man had bought the car for $900 and 
vithin a month had gold it to the sec- 
ond for $1,100. On the Pacific Coast, 
where cars are harder to get than in 
some other sections, used cars bring 
practically former list prices. 

ss 7. 


Farmers’ Compensation 


In spite of all the money the farmers 
have been making they are still just 
like ordinary folks. When the Illinois 
compensation law was being framed, 
the question arose as to whether farm- 
ere should be brought under the act 
and many of them strongly objected to 
being included. But after it had been 
decided that they were not under the 
act by compulsion, many obtained in- 
surance voluntarily. It’s the same old 
story; if you want to get members just 
announce that everybody cannot be- 
long. Some people are so constituted 
that if they were told they could not 
have German measles they would not 
he satisfied until they got it. 

. € * 


Gloomy Outlook for Glass 


Forty-five window glass plants have 
been closed in Pennsylvania, Ohio and 
West Virginia. The anticipated short- 
age as a result of this shut-down, 
which is made necessary by the ac- 
tion of the Government, is 5,500,000 
boxes or about half the yearly output. 

t o 


Ashley’s New Position 


Robert P. Ashley, who for the past 
eight years has been in the service of 
the Fidelity & Deposit, has been made 
superintendent of underwriting for 
the American Mutual Liability Insur- 
ance Comparfy of Boston. Mr. Ash- 
ley’s experience in the casualty busi- 
ness has been varied as he has served 
the Fidelity & Deposit of Maryland 
in the capacity of special agent, cas- 
ualty branch manager and underwriter. 


* * * 
Government Safety Work 


The United States Employes’ Com- 
pensation Commission Central Safety 
Committee has given a decided impetus 
to the accident prevention campaigns 
n the navy yards and arsenals. Bach 
yard and arsenal now has a safety en- 
gineer in active charge of the safety 











vrganization work, and A. H. Young, di- 


rector of the American Museum of 
Safety, has rendered a valuable public 
service in obtaining and placing these 
salety engineers for the Government. 
Already two conferences of the Gov- 
ernment safety engineers have been 
held for the formulation of safety stand- 
ards; the discussion of accident re- 
port forms; the tabulation of accidents, 
and the consideration of other specific 
Plant safety problems. A. H. Young 
presided at these conferences in his 
cupacity as chief safety expert of the 
United States Employes’ Compensation 
Commission. In making it possible for 
Mr. Young to undertake this Govern- 
ment work the American Museum of 
Safety has rendered a national public 
wervice to the cause of accident pre- 
vention, and the fact that National 
Safety Council accident prevention 
eervice is being utilized in the yards 
and arsenals is additional evidence of 
the close co-operation of the American 
Museum of Safety and the National 
Safety Council in all phases of the 
work in which the two organizations 
ere interested. 


Leaves Mutual Company 


A. W. Parsons, general manager of 
the Manufacturers Liability Insurance 
Company, of Jersey City, has left that 
Cumpany, and it is understood ‘that he 
will receive a pension. The Company 
has been writing a large amount of 
stevedore, longshoreman and drydock 
business. Just how it has been able to 
do this with profit is a matter of con- 
jecture among compensation insurance 
lien, considering that the New York 
State Fund practically gave up this 
class of business in disgust. 

+ * * 


With Boat Corporation 


A. W. Campbell has resigned as 
special agent in the Newark office of 
the Aetna companies, to take a position 
with the Submarine Boat Corporation, 
as secretary to one of the officials. He 
is located at the Port Newark Terminal. 


’. ¢ *# 


Opportunity for Competition 

There is lots of automobile liability 
competition in New Jersey. The New 
Jersey Fidelity & Plate Glass has its 
own system of rating and to a large 
cxtent uses the old bureau rates. The 
American Casualty of Reading is ac- 
tive and also makes its own rates ir- 
respective of bureau schedules. The 
Georgia Casualty which is also a non- 
bureau company and makes rates ac- 
cording to its experience is an active 
competitor. The Commercial Casualty 
which has its headquarters in Newark 
and is rapidly becoming a potent fac- 
tor in the casualty insurance field is 
aiso outside the bureau. Besides, the 
American Mutual Liability of Boston 
operates quite extensively through an 
Cfiice in Jersey City. 

* +. + 


Newark’s Coming Millionaires 


Out in Newark the casualty men are 
already talking million dollar agencies, 
It appears that W. B. Clarkson, of the 
Travelers, and William N. Heard, of 
the Aetna are the leaders. Just now 
Clarkson is said to have the edge on 
Heard. Yes, Newark’s getting to be a 
real town. 





BUSINESS=BUILDERS 








BOSTON 
Paid-In Capital $1,500,000 





DEVELOPING 
Fidelity and Surety Bonds, Liability Workmen’s 


Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 








HEALTH INSURANCE COST 





Hearing in Albany This Week—Ex- 
pense of $136,891,000—Who Would 
Be Involved 





A hearing on the Nicoll health in- 
surance bill was held in Albany on 
‘Luesday. The Insurance Economics 
Society has made an estimated cost of 
compulsory health insurance. This 
follows: 

Costs 
days 


736,000 patients x 15 

@ $2.25 per day 
491,000 patients x 12 

@ $15 per week 
245,000 patients x $20 each 
44,100,000 visits @ 25c. each 
i,000 carrier associations @ 


$24,840,000 


12,626,000 
4,900,000 
11,025,000 


$15,000 each per year 15,000,000 
150,000 x $15 each (% of 
we re ee 2,250,000 


31,500,000 
6,615,000 
1,000,000 
5,890,000 

14,725,000 


51,500,000 at average of $1 
66,150 at $100 each 
1,000 at $1,000 each 
2.945,000 at $2 each 
2,945,009 at $5 each 
Add 5 per cent. of Nos. 4— 

17 inclusive 


6,520,000 


BOG daswawkstnnee wee $136,891,000 


Some Men “Kid” Themselves 


How some casualty agents “kid” 
themselves and inoculate others with 
their false optimism is well illustrated 
in the case of a man who dealt largely 
in health and accident insurance. This 
agent represented a good company. He 
never kept any records of what business 
he did from year to year, except in his 
head. Unfortunately his sky piece was 
jacking in mathematical precision. This 
genius for miscalculation was on a sal- 
ary of $2,500 a year. In course of time 
another company, which was cutting a 
big swath in the accident and health 
line, came along and offered this agent 


a salary of $3,700 a year. Naturally, 
he was interested. This company was 


fairly burning up the road with a con- 
tract none of the other companies, even 
the most daring, ventured to inaugurate. 
But, of course, some of them did sub- 
sequently issue it just to meer competi- 
tion. But while they were content “just 
to meet competition” the first company 


Apartment Rates Up 


The Burglary Insurance Underwrit- 
ers’ Association has transferred apart- 
ment houses to the flat house classi- 
fication, which will result in an advance 
cf about twenty per cent. in apartment 
house rates. 

* +. * 


Frost bite claims are still being paid 
by the Ohio Industrial Commission. 
The prickly heat claims should all be 
disposed of by the time the coal short- 
age again becomes acute. 


met disaster and had to give up the 
accident and health line because it was 
found to be “unprofitable.” 


Well, to get back to the agent. That 
$3,700 a year looked so good to him 
and he wanted to take the job. But 
before doing so he thought he would 
seek the advice of the company he was 
then with. So he hied to the home 
office and confided. The president told 
him he’d better not take the job be- 
cause he couldn’t earn the money. “In 
fact,” said that official, “you’re not 
earning what we pay you now, $2,500. 
What I would like to know is how did 
you get this offer, anyhow?” “Why,” 
beamed the optimist, “I showed them 
the business my company did last year 
iu my State, as published in the ‘Green 
Book,’ some $50,000.” 

“So they actually fell for it,” said the 
president. “Didn’t you tell them that 
ycu have only the Metropolitan district 
and that we have representatives in 
several other towns in the State, who 
really write most of our _ business 
there?” 

“Why, I never thought of that,” said 
the cheery one; “I didn’t mean to de- 
ceive anybody, but I really thought 
those figures represented my business.” 

The president merely draw a long 
Areath. 

So the agent departed for home, the 
vision of $3,700 a year still dangling 
before him like a mirage. He couldn't 
resist the temptation and finally made 
the change. A year later he again met 
hie old president and told him what he 
was writing. After he finished with his 
g-owing account, the president said: 
“Well, what about your cancellations, 
have you considered them?” “Well, 
now, I forgot all about them,” said the 
other. So again his calculations were 
all upset. 

His company stood him off on a re- 
newal of his contract and shortly after 
that he was left high and dry because 
the company quit the line. It seems 
sirange that a company should make 
the mistake this one did in hiring a 
man without better information as to 
what he wag able to produce; also that 
a salaried man should know so little 
about his own production and how to 
keep his accounts. Nevertheless, this 
4s a case in point. 

s . . 


With New York Office 

E. W. Gelshenen is now connected 
with the agency and business extension 
department of the Aetna companies at 
100 William Street, New York. He has 
been home office special agent and was 
in charge of the Delaware workmens 
cumpensation campaign for the Aetna 
in January. 





The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 
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CASUALTY AND SURETY POINTERS 





It will cost you much more 

A this year to live than it 

Warning did last year. All the 

For 1918 money you made last year, 

if spent for food, will only 

cover your necessities a part of this 
year. 

If your commissions last year just 
paid your living expenses—how are you 
going to get through 1918? 

It is time to wake up and face facts. 


If your income now jis only sufficient 
to cover part of your living expenses, 
you have got to increase it; in fact, 
you’ve got to double it. You may have 
good credit, but the richest man in your 
tewn cannot get the grocer, the butcher 
aud the dry goods man to agree to con- 
tract to furnish him with what he 
needs for six months, because these 
merchants cannot foretell the selling 
price one week ahead. They need cash. 
So must you have the cash every week. 

What is the answer? 

Your friend Jones in the hardware 
store gets $15 a week. He puts in 
€ight to ten hours of honest work ev- 
ery day. Your time belongs to you 
chly; it is all you have. How are you 
using your time; how many hours each 
day do you solicit? Be square with 
yourself in answering the question. 

To meet the high cost of living this 
year you must put in more time. See 
Inore people—talk and sell more _ pol- 
icies. 

Every man is prospering. Each one 
needs insurance, and is waiting for the 
man who is not afraid to tell him and 
to sell him. 

It is up to you—wake up.—“The Stan- 
dard Bulletin.” 


The records of surety 


Hazard companies show that 
of the percentage of 
Inexperience losses due to inexperi- 


ence is very large, and 
most of the cases are where the prin- 
cipal has been a carpenter, sub-con- 
tractor or a foreman for a general con- 
tractor and having acquired a few hun- 
ared or a few thousand dollars decides 
to venture out as a general contractor. 
They usually start out on small con- 
tracts where they think no special skill 
is required, but having no reputation, 
they can get work only in competition 
vith experienced contractors. In such 
cases where bids are asked indis- 
criminately, the competition is usually 
keen, and in order for the inexperienced 
man to get the contract, he must make 
a very low bid. He must, therefore, 
have the ability and experience for the 
economical work, otherwise he is very 
apt to bring a loss upon his surety. 
Contractors of this class are also prone 
to take other contracts before complet- 
ing what they have on hand until they 
become so involved that it is impossible 
for them to extricate themselves. 


Relative to larger in- 
comes and the methods 
by which they may be 
obtained by agents, the 
National Casualty of De- 
troit entertains no illusions. This is 
what it says to its agents: 

“The question of an increase in rates 
has had the very careful consideration 
of the officials of every company en- 
faged in the accident and health insur- 
ance business, both individually and 
collectively, for many months, and the 
conclusion generally has been reached 
that an increase of rates to any extent 
at this time would be unwise. The in- 
suring public is now carrying about all 
ef the burden that it can stand, and 
an increase in insurance rates would 
Trobably have a very unhealthy influ- 


How to Get 
More 
Money 


evce on the business. This eliminates 
the first method, leaving but one way 
open—added efficiency. 

“At the home office of the company 
a campaign for greater efficiency is al- 
ready under way and bringing very 
satisfactory results. This campaign 
must now be extended to our field or- 
ganization, and every representative of 
the company must take it upon him- 
self to secure greater results through 
.dded personal efficiency. In this way 
chly can he secure an increase in his 
iucome. He is working on commission, 
and as there is no margin for an in- 
crease in his percentage on each item, 
he must increase his volume of produc- 
tion. This does not necessarily mean 
that more time must be given to the 
business, although in some cases there 
is room for material improvement in 
this respect, but it does mean more 
must be accomplished in the same time. 


“Let the people with whom you do 
business understand that you are busy, 
that your time is worth money, and 
that you cannot waste it. Overy body 
respects a hustler. There was a time 
when an insurance man in three or four 
hours each day could accomplish enough 
to give him the limited income neces- 
sary to make him reasonably comforta- 
ble. A limited income is not sufficient 
these days, and eight or ten hours a 
day of real work is now required to 
earn the money that must be had. 

“In many ways the time of the field 
man can be conserved to enable him 
to increase his efficiency and get more 


results.” 
a © o 


In looking for good agency 


Field for material the satisfied claim- 
Agency ants of casualty companies 
Material have been practically over- 


looked. These people are 
in an appreciative frame of mind and 
have confidence in insurance. They 
believe in it and that is one of the first 
egsentials to success in selling any- 
thing. It happens every now and then 
that a good man is picked up from 
among a company’s policyholders. A 
man who recently developed into a 
prize winning agent became interested 
ia selling policies through being a pol- 
icyholder himself and was disabled by 
a severe injury. On recovery he was 
unable to take up his former employ- 
ment and at the suggestion of the agen- 
cy Manager, took up the representation 
cf the company in a small way at first 
and has since been very successful. 

* 7 - 


This suggestion for get- 
Good Source ting accident and health 
of prospects is offered by 
Prospects the General Accident: 
Examine files carefully 
and make a note of every assured for 
whom you have written automobile in- 
surance. From this list eliminate the 
rames of those who already carry per- 
sonal accident and health insurance 
with you. The remainder, which we 
believe it safe to say, will comprise 
fully two-thirds of the list, are all pros- 
vects for accident and health insurance: 
After you have thus obtained a sub- 
stantial working list proceed system- 
atically to develop some good paying 
business from this hitherto partially 
cultivated source. Instead of rushing 
out pell-mell to try and break the rec- 
ord for making calls, sit down and 
frame a good, strong circular letter. 
Make your message personal. Men- 
tion in closing that you will shortly 
call to see Mr. So and So concerning 
ithe matter spoken of in your letter and 
that you hope he will listen to what 
you have to say since the question is 
cne which, as you can readily prove, 
is extremely important to him. 
After your letter is ready have 4 
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“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 
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copy typed and addressed to each name 
cit the mailing list. This method will 
consume extra time, but it will insure 
attention to your letter, whereas a 
printed form makes very little impres- 
sion. 

Now go over the list and study, wher- 
ever possible, the condition and proba- 
ble need of every individual on it. 
Nearly all of them will doubtless be 
personal friends or acquaintances with 
whose circumstances you are familiar. 
Card index each prospect, noting upon 
each card such information as you have 
at hand which will enable you to dis- 
cover a means of approach and will 
alco help you to talk the right policy 
to the right man. 

Having dispatched your letters, ar- 
range to make your calls as soon 
thereafter as possible. 


MORE CAR PRICE CHANGES 





Automobile Manufacturers Continue to 
Announce Radical Advances 
in Lists 

Additional price changes by automo- 
bile manufacturers have been =  an- 
nounced as follows: 

Oakland: All models advanced $60, 
effective at once. 

United States: Effective Apri: 15 
the following prices will apply: 2% ton 
chain $2,800, worm $3,250, 3% ton chain 
$3,500, worm ‘$3,950, 5 ton worm $4,850. 

Jones: Effective March 15, 26 B tour- 
ing $1,775, 26 A roadster $1,775, 26 C 
sport $1,775, 27 B touring $1,875, 27 A 
roadster $1,875, 27 C sport $1,875 

King: Touring $2,150 ($500 more), 
Foresome sport $2,350, Sedan $2,950, 3 
passenger roadster discontinued. 

Willys-Overland prices will be ad- 
vanced after April 1. 

Ford: Touring $450, roadster $435, 
chassis $400. 





THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869. 


London Guarantee & Accident Co., Ltd. 













F. J. WALTERS 
Resident Manager 
55 JOHN STREE1 

New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
New England 


ENGLAND 


New Jersey Meeting 
(Continued from page 17) 


plea for simplicity in matters of com- 
pensation rating in (New Jersey, which 
latter view was concurred in by Com- 
missioner Smith. 

Fred Cox, of Perth Amboy, telephoned 
regrets and warned the boys not to do 
anything without his authority and 
not to commit themselves in any way 
until the proposition (whatever it might 
be) is submitted to him for approval, 
elc, 

Norman R. Moray, of the Hartford 
sent a pitifully worded wire from some 
health cure regretting his enforced ab- 
sence, but nobody could recall the 
time when Moray looked in the least 
delicate. 

Louis O. Faulhaber did a creditable 
job as toastmaster. The cabaret was 
a good one and toward the last Mr. 
Mulvey introduced a danseuse of 
charming abilities and ample dimen- 
sions, who he declared had been per- 
nitted to appear only by especial. ar- 
rangement with Mr. Reid. 

After the dinner Governor Edge 
came in and held an informal recep- 
tion. There were a number of guests 
from out of town. W. G. Falconer, of 
the Hartford Accident & Indemnity 
aud W. F. Wingett came down from 
Wartford. New York was well repre- 
sented, besides the Jersey contingent, 
in all about sixty persons. 
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THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
FRANK A. WESLEY 


Vice-President and Director of Agencies 














Associated Mutual 
Agency Incorporated 


B. J. ALLEY, Manager 


68 William St., New York 


Exceptional Facilities for Writing 
Business Throughout the United States 
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American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 
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In addition to the ordinary forms of life insurance 


THE EQUITABLE 


makes a specialty of the following: 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the Convertible Policy, which can be 
converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 





A Bond issued without medical examination giving the investor an income 
for his declining years. 

A new policy is offered under which the insurance 
is DOUBLED if death results from ACCIDENT. 
This policy also embodies the following advantages if 
the person whose life is insured becomes totally 


and permanently disabled: 

1. Thereafter the Equitable will carry the insurance 
—The Insured will have nothing further to pay. 

2. The Equitable will pay the Insured an annual income 
for life equal to one-tenth of the face of the policy. 

3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 
For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 











Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with 1smmediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 
1p Cedar st. 1015 California St. 14, Superior St. Nicollet Ave. 
EW YORK DENVER bbrure INNEAPOLIS 
Ford B ohn St. 23 Leadenhall St 
DETROI MONTREAL LONDON 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 
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